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HOME OF NEW YORK 
ENTERS JAPAN 


First American Fire Insurance Com- 
pany to Be Admitted; Arrange- 
ments Were Quickly Made 





A. F. L. A. MAN FOR FAR EAST 





Gilbert Weldon, Special Agent of Evans 
Companies in Virginia, to Have 
South Seas Field 





Gilbert Weldon, special agent in Vir- 
ginia with Richmond headquarters for 
the Continental since 1912 and asso- 
ciated with the Evans group of com- 


panies in that state since 1906, has re- 
signed effective November 30 to become 
manager in India, Ceylon, Dutch East 
Indies and the Federated Malay States 
with Calcutta headquarters for the 
American Foreign Insurance Associa- 
tion. He is planning to sail for his new 
field of labor early in December and 
will be accompanied by Mrs. Weldon. 
The Home in Japan 


Another very interesting develop- 
ment in connection with the American 
Foreign Insurance Association is the 
entry of the Home Insurance Company 
of New York into Japan, the only Amer- 
ican fire insurance company directly 
admitted there, although the New York 
Life is doing business in the Island 
Empire. 

The Home is said to have broken all 
records from the time of the original 
application of admittance to Japan 
until the final authority was given. It 
generally takes a company about a year 
and a half to complete arrangements 
for doing business in Japan. The Home 
did it in a few months. The Japanese 
representative of the American Foreign 
Insurance Association is E. L. Kelly, of 
Tokio. 

Gilbert Weldon, whose appointment 
is mentioned in the first paragraph of 
this article, is one of the best known 
field men in the Southeastern territory. 

When a youth, he connected with 
Colonel John H. Norton’s general ag- 
ency at Jacksonville, working his way 
up to special agent. He was later with 
the old German of Freeport at New Or- 
leans, first in charge of its loss depart- 
ment there and later as special agent 
for the territory extending from Penn- 
sylvania to Louisiana. From 1902 to 
1904 he was located at Portsmouth, Va., 
as manager of John L. Watson’s insur- 
ance agency. His wide experience, it is 
believed, equips him particularly well 
for the larger duties in the Far East 
field. That he will measure up to them 
fully is not doubted by his host of 
friends who wish him all manner of suc- 
cess. 
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LEAGUE OF NEIGHBORS 
GETS UNDER WAY 


Henry F. Tyrrell, President; J. V. 
Barry, Corresponding Secretary; 
R. W. Stevens, Secretary 








COLONEL BUTTON IN IT TOO 





Golden Rule Fundamental Principle 
Guiding Organization; Giving Im- 
petus to Neighborly Instinct 





An unique and interesting new or 
ganization in life insurance with many 
possibilities for expansion and proving 
of worth is the League of Neighbors, 
the president of which is Henry F. 
Tyrrell, who coined the phrase, “League 
of Neighbors,” and who is secretary of 
the publicity committee of the North- 
western Mutual Life. Other officers are 
Vice-President, J. B. Reynolds, presi- 
dent of the Kansas City Life; Delegate 
at large, Joseph Button, Virginia insur- 
ance commissioner; Corresponding 
Secretary, J. V. Barry, of the Metropol- 
itan Life; Secretary-Treasurer, Ray- 
mond W. Stevens, vice-president of IIlI- 
nois Life. 

To Cement Relations With Public 

While Mr. Tyrrell invented the ex- 
pression “League of Neighbors” in a 
discussion of insurance taxation, he 
says that the fundamental principle of 
the new League is to be the Golden 
Rule, and membership will be limited 
to men with kindly hearts who are re- 
lated in someway to the beneficent in- 
stitution of life insurance, either as 
policyholder, or as officer, employe, pub- 
lic official or journalist. 

“The public has much to learn about 
old line life insurance,” Mr. Tyrrell de- 
clares, “It certainly has much to learn 
about the media through which its mag- 
nificent service is distributed. The pub- 
lic is not sufficiently insured; and even 
many of those who are insured do not 
understand their relationship to the 
company which insured them nor their 
relationship to each other as co-insur- 
ers. 

“A life insurance company is nothing 
but the medium through which neigh- 
borly impulse is made practical. It is 
nothing in the world but a League of 
Neighbors co-operating in a kindly but 
business-like way for a generous pur- 
pose. 

“A League of Néighbors, based on the 
impulse back of life insurance, would 
challenge the admiration of everyone 
who still retains regard for the Golden 
Rule; who still hopes that his heart 
beats warm for friendships and who 
finds comfort in rendering help to the 
helpless.” 
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Thorp Asks Help | 
From Executives 


STRONG PLEA FOR CO-OPERATION 





Says Only 10 Per Cent of 175,000 
Agents Belong to Underwriters’ 
Association 





The National Association of Life Un- 
derwriters has sent to officials of legal 
reserve life insurance companies, to 
members of the Association of Life 
Agency Officers and others interested 
a form letter describing the aims of the 
association, its platform and a request 
The letter, signed by 


for co-operation. 
Thorp, in part fol- 


President Orville 
lows: : 
“Co-operative underwriting is the 
basis of life association activities for 
the ensuing year. This program should 
especially appeal to members of the 
Presidents’ Association, American Life 
Convention, the Association of Life Ag- 
ency Officers, Commissioners of Insur- 
ance and to all underwriters throughout 
the nation. We are assured by many 
active workers in each of these organi- 
zations that they will enthusiastically 
support our program for the year. 

“Our executive council has prepared 
a platform outlining specifically plans 
for association activities including a 
standard program for local associa- 
tions, which we are confident will par- 
ticularly interest you and your asso- 
ciates. . 

“America’s needs which life insur- 
ance and underwriters can serve, are 80 
many and so vitally important that all 
organized interests in the business 
should merge their entire strength in a 
united effort to increase the scope and 
quality of life insurance service. Some- 
one has said ‘Above the companies, life 
insurance,’ but back of all other inter- 
ests, stands the interest of the policy- 
holders. They make life insurance pos- 
sible, and every worker in the business, 
if he or she measures up to the demands 
of America’s needs, must at all times 
serve first the interests of the policy- 
holders. This we can do only by train- 
ing every salesman in at least the fund- 
amentals and ground work of the pro 
fession and by co-ordinating and tying 
together into one mighty force, every 
factor engaged in the business, from the 
president of the company to the newest 
recruit with a rate book. 

“The quality and extent of our busi- 
ness is very largely determined by the 
underwriters in the field. Their train- 
ing and methods of work in most cases 
determine the value and amount of life 
insurance service delivered. Immeasur- 
able benefits to the policyholders and 
the field forces have been worked out 
through the activities of the life under- 
writers’ association. Therefore, com- 
pany officials as custodians of the pol- 
icyholders’ property, are and always 
will be keenly interested in the success 
of the underwriters’ association. 

“In all company matters, including 
active affiliation with the underwriters’ 
association, the agents of your company 
will be guided very largely by your 
counsel and advice. This is as it should 
be. However, it places upon you as a 
company Official, a very grave respon- 
sibility in directing your agents so that 
they will grow, serve and develop their 
maximum effectiveness. I feel war- 
ranted in saying that you could not 
render a greater service to your sales 
force than to help them, through your 
counsel, in becoming identified on an 
active basis, if not already, with the life 
underwriters’ association. It is helping 
you and every other company official to 
better train and equip the underwriters 
of the nation, and besides it brings the 
workers together, permitting them to 
be affiliated with an organization of 
their profession. The sincere workers 
and builders in America, from the bank- 
ers to the hod carriers, are organized 
that they may be abreast of the times 
and identified with their profession. 
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Improved Disability Provision 


Claim may be made as soon as disability occurs—no p.obationary 
- Payments begin immediately on approval of cfaim—no proba- 
Monthly payments, lifelong, conditioned on permanence of dis- 
Immediate waiver of future premiums—no waiting until next 
Full amount of insurance paid when insured dies, without deduc- 


tion for disability payments or for premiums waived. 


This new disability provision brings the service of America’s old- 
est legal reserve life insurance company still closer to the needs of 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New_York 




















Should we, as representatives of ‘the 
greatest thing in the world’ be less loyal 
and interested in our profession? Cer- 
tainly not! And yet we are confronted 
with the fact that we have in the United 
States over 176,000 agents licensed to 
sell life insurance and only about 10 
per cent of them members of an under- 


mean to legal reserve life insurance in 
America if only 10 per cent of the ac- 
tuaries, the medical directors and other 
company officials as well as the Com- 
missioners of Insurance, were identified 
with an affiliated life insurance organi- 
zation, Oh no! That would be going 
back 15 to 25 years. Our company offi- 








writers’ association. What would it  cials, commissioners of insurance, actu- 
Do You Know Him ? 

| 1. He is between 25 and 40 years of 

| 


age. 








good hustler. 


2. He is not afraid of hard work and 
is recognized by his friends and 
acquaintances as an all around 


3. He has several years’ experience 
as a life insurance salesman and 
organizer, preferably in city ter- 


ritory. 


4. He could be relied upon to take 
charge of and rejuvenate an es- 
tablished agency for one of the 


oldest and 
Companies. 


strongest Eastern 


o. The territory is one of the finest 


in the United States. 
6. He will give us complete infor- 
mation concerning himself in 


first letter. 








Correspondence confidential. 


Address Eastern 


c/o The Eastern Underwriter 
105 William Street 





New York City 





aries and medical directors must be or- 
ganized right up to date and maintain 
a 100 per cent membership in their re- 
spective branches of the service. And 
it is well for America that they do. 
However, isn’t the agency branch the 
equal of any other branch of the serv- 
ice? If so then why should this dis- 
crimination be made? Certainly this 
situation is one that should challenge 
and grip the thoughtful consideration 
of every member of every affiliated life 
insurance organization in the impor- 
tance in behalf of America’s needs, of 
raising the morale and solidity and ef- 
fectiveness of underwriters, and to see 
to it that every agent carrying a legal 
reserve rate book is an active member 
of an organized life underwriters’ asso- 
ciation. 

“May we depend on you and your ag- 
ency managers to see to it that the 
agencies of your company are 100 per 
cent in association membership this 
year? Several agencies are now being 
built strictly along association lines, 
some of them incorporating in their ag- 
ency application a question relative to 
association work. What would you 
think of incorporating in our agency 
applications a statement and question 
along the following lines? 

“*The purposes and plans of the life 
underwriters’ association are strongly 
endorsed and supported by the manage- 
ment of this agency and the interests 
of its members have been greatly ad- 
vanced through close affiliation with the 
association. If this application is ap- 
proved and contract made, will you 
maintain membership in the associa- 
tion during the continuance of con- 
tract?’ 

“It would greatly assist the associa- 
tion officers in carrying on the work 
for the year if we had a list of the 
live wire agents, one from each com- 
pany in each state. Won’t you there- 
fore furnish us by early mail the name 
and address of your most active worker 
in each state or district in which you 
do business, and advise him or her as 
the case may be, of your action and 
state the purpose so there will be no 
possible chance of any misunderstand- 
ing? Address the writer 305 Wilson 
Building, Dallas, Texas.” 





JAMES COLLINS DEAD 
James Collins, assistant superiaten- 
dent of the Troy district of The Pruden- 
tial and prominent in that community, 
died a few days ago. He was particular- 
ly interested in volunteer firemen af- 
fairs and was chief from 1903 to 1913. 





AMBLER INDICTMENT STANDS 

The Pennsylvania Court has refused 
to quash indictment against Charles A. 
Ambler, former state insurance commis- 
sioner, charged with Mr. Lafean with 
reference to funds which belonged to 
the Pittsburgh Life & Trust Company. 





Most life insurance men 

Taking have well equipped, cen- 
Men to trally located and com- 
Your Office fortable offices, says the 


Northwestern Mutual Life’s 
“Field Notes.” It is also true that 
many prospects are working under con- 
ditions not conducive to privacy or con- 
centration. They may be easy to see 
but hard to close because of the 
presence of others, the noise of 
machinery, interruptions by employes or 
customers, etc. Why not make it a 
practice to invite such men to your of- 
fice for a conference and make the ap- 
pointment definite? The noon hour, 
after business hours in the afternoon, 
Saturday afternoons or even evenings 
are very satisfactory. 

You will be surprised at the ease with 
which these appointments can be made, 
if suggested in the proper way, and you 
will find it very much easier to close 
a prospect in your office than in his. 
When he comes to your office he com- 
mits himself to a certain extent, his 
mind is free from other matters and he 
is in a life insurance atmosphere. 

Others have been very successful 
with this plan—why don’t you give it a 
trial? 
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Analyzes Slowing 
Up of Business 


REVIEW OF CHICAGO AGENCY 





While Number of Applications Drops 
Good Will Result From Growing 
Spirit of Economy 





The fact that there has been a gen- 
eral slowing up of new life insurance 
during the past five months should not 
be a source of discouragement to the 
men in the field, says the Chicago Ag- 
ency of the Mutual Life. There was 
undoubtedly an unnatural and inflated 
production during last winter and 
spring. Not only was this true of life 
insurance but people bought extrava- 
gantly in other lines as well. 

The first five months of 1920 marked 
the largest volume of business written 
in this Chicago agency in its entire 
history for a similar period of time. 
The largest month was January, when 
the written business amounted to $5,- 
389,690, and the applications averaged 
$6,848, which also exceeded the best 
previous record in amount. The show- 
ing for January, no doubt, was not only 
due to the fact that just at that time 
people were spending money for life 
insurance and other commodities with 
a free hand, but the second epidemic 
of influenza was on and that had its 
effect upon the insuring pub’ic. 

While the month of April was one 
of the “big months,” so far as the agency 
is concerned, the average amount of 
applications that month was less than 
any other month so far this year, and 
that is explained through the fact that 
a number of the small producers were 
making strenuous efforts to complete 
their field club membership, and their 
business, as is usual, was made up very 
largely of small policies. 

The following is a showing of appli- 
cations written, and vo'ume, during 
the past twelve months, in the Chicago 
Agency. The figures for October are 
estimated to some extent, the final 
week being based on the daily average 
for the first three weeks of the month. 


Applications Written 
November 786 $4,160,612 
December 661 3,890,996 
January 787 5,389,690 
February 886 4,401,138 
March 823 4,536,759 
April 831 4,522,444 
May 754 4,539,877 
June 521 2,956,500 
July 631 3,488,833 
August 611 4,071,258 
September 611 3,505,409 
October 645 3,767,300 


The figures above, as stated, represent 
business written. The paid-for, nat 
urally, is considerably less, as the 
monthly totals above include rejected 
cases and also additional policies or- 
dered, whether placed or not. 

It will be seen that the sum total 
for the past five months is much less 
than for the first five months of the 
year, but as stated above this should 
not be discouraging. The spirit of 
economy which- is now apparent 
throughout the country can not help 
but redound to the advantage of life 


insurance, because life insurance is . 


the best form of thrift. There is con- 
solation in the fact that business writ- 
ten now is more liable to persist and 
remain on the books than that written 
some months ago. 





NO QUESTIONNAIRES 

At a recent meeting of the New York 
State Fraternal Congress it was de- 
cided not to ask questions of candi- 
dates running for office in view of the 
fact that “William H. Anderson, of the 
Anti-Saloon League has made question- 
naires so decidedly unpopular among 
candidates for office that the receipt 
of one is emphatically distasteful.” 
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Fraternals Change 
Front on Group 


REASONS FOR NEW ATTITUDE 


Success of Old Line Companies in 
Group Field Responsible for 
High Legislation 





After all the fight which the fra- 
ternals have made on group insurance 
their attitude has recently shown a 
marked change. The “Fraternal Moni- 
tor” gives this explanation of the 
change in front: 

“It must be surprising to one who 
has not kept up with fraternal thought 
and discussion for the past six months 
to learn that fraternal leaders are seri- 
ously considering the advisability of 
fraternal group insurance. Such a per- 
son would be more than surprised 
upon being informed that the National 
Fraternal Congress of America, at its 
recent annual convention, adopted by 
unanimous vote a committee report in 
which this proposition was commend 
ed, and seventy-five per cent of the 
delegates were in session at the time 
He would be constrained to remark 
that the world moves. 

“Reaching this state of opinion seems 
to be the result of evolution. In 1913 
the old-line companies, or rather one 
in particular, started to write group in 
surance and made the mistake of at 
tempting to gobble up whole lodges of 
fraternal benefit societies. That fright 
ened fraternal leaders who foresaw the 
possibility of old-line companies de 
stroying fraternal organizations. They 
fought group insurance, effectively in 
sofar as it threatened fraternal solidar- 
ity, but without stemming the tide 
Their first chill of fright probably 
prejudiced them against the proposition 
from any viewpoint. They opposed 
the writing of such business by the 
commercial companies without sanc 
tion under the law, and they fought the 
enactment of laws authorizing the busi- 
ness. But group insurance has contin 
ued to grow and more companies cach 
year are entering the field. 

Lapsation 

“The business has become a menace 
to fraternal societies because of the 
lapsation of members who come under 
the coverage of group policies in stores 
or factories where they work Many 
lapses have been traced directly to 
this cause. It seems to be impossible 
to explain to members that their pro 
tection under such policies as issued 
by old-line companies is only tem- 
porary and a cheap piece of goods 
Their employers paint it in glowing 
colors, of course, just as the donor of 
a gift horse would trim and curry the 
animal, and put a burr under the sad- 
dle to induce animation. 

“The fraternalists who are today 
favoring group insurance are not in- 
spired by a desire to meet old-line 
cheapness with fraternal cheapness 
They have measured the possibilities 
of the field. Several years ago Charles 
E. Piper proposed to the National Fra 
ternal Congress that the societies ob- 
tain the right to issue group policies, 
and he was supported by Abb Landis. 
Their ideas were treated as hearsay 
But to the credit of fraternalists their 
minds are not of the single-track vari 
ety and, like Abraham Lincoln's wise 
man, they can change their minds 
Lincoln’s aphorism was ‘Wise men 
sometimes change their minds, but 
fools never do.’ If fraternal leaders 
can see a way to enlarge the service of 
fraternalism through group insurance 
they should support it for all it is 
worth. 

“A contributing cause to this growth 
of sentiment was the discovery that 
whatever merit there was in the pro- 
posed measure for compulsory State 
or social insurance was that large num- 
bers of persons are not reached by 
private insurers. This was emphasized 
in the report of the committee on 80- 
cia) insurance submitted at the recent 
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convention of the National Fraternal 
Congress of America. The committee 
believed that the legitimate demand 
for social insurance could best be met 
by fraternal group insurance. There- 
fore it recommended that the Congress 
proceed to obtain the necessary legis- 
‘ation authorizing societies to so en- 
large their field. 

“Fraternal societies are in a position 
to give the best insurance service to 
groups. They are already groups un- 
der an effective solidarity, They pos- 
sess the mutuality which should per- 
meate any organization of people 
brought together for a purpose. They 
are not run for profit. They can pro- 
vide ways for employe groups to con- 
tinue their protection after the em- 
ployer drops out of the. contract, and 
their resources for this purpose are far 
superior to those of commercial com- 
panies. Indeed this feature of old-line 
group insurance is its worst drawback 

an employe resigning, or discharged, 
has only the alternative of taking a 
new policy at a prohibitive rate based 
on attained age. Fraternal societies 
cou'd make the continuation feature of 
their certificates the strongest appeal. 

Warning About Legislation 
“That fraternal 


there is a field for 


group insurance is proven by the fact 
that one society is proceeding to get 
such business through individual appli- 
cations and medical examinations 
among those in the organizations it en- 
rolls. It is needless to say that these 
enrollments are obtained in competi- 
tion with the strongest and shiftiest 
of old-line companies. Although this 
society works under handicaps, it is 
forging its way. 

“There has already been some dis- 
cussion in regard to the legislation 
needed to authorize fraternities to 
write groups. Here is a word of warn- 
ing. To an onlooker it appears that 
many of the laws obtained by fra- 
ternalists in the past are too compli- 
cated. They restrict the societies in 
so many ways that interpretation is 
difficult. A simple clause of authoriza- 
tion amending the New York Confer- 
ence bill is all the law necessary, for 
instance as follows: “Any society li- 
censed under this act may insure with- 
out medical examination persons in 
homogeneous groups for life, health 
and accident and old-age disability 
benefits.” The rates, whether for year- 
ly renewable term insurance, or any 
other, are already fixed under the sta- 
tute, as well as all other safeguarding 
provisions.” 
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“My Favorite Policy” 





of Life Insurance Selling, the 


Eastern Underwriter. 





(Editor's Note:~A continuation of a series of articles which began in the Gold Book 
Life Insurance Salesmanship Edition of The 
More will follow in subsequent issues.) 


























Twenty Payment Life 


By C. M. KREMER, Sales Manager 
Central Life, Madison, Wis. 


I have a favorite policy and that is 
the Twenty Payment Life. It gives the 
policyholder the greatest amount of pro- 
tection at the least cost, allowing him 
to be through with it in a limited num- 
ber of years. 

It is a contract that allows a man to 
pay for his protection during the pro- 
ductive period of his life. That is one 
reason why I sell it. It is a contract 
that promotes thrift inasmuch as the 
cash value is a saving. It is a plan for 
future security and that is another rea- 
son why I sell it. It is a contract with- 
in the reach of all and it will dispense 
with many of the objections of other 
forms of contracts which lack the dis- 
tinctive features of the Twenty Pay- 
ment life or those whose rates are so 
high as to make them prohibitive as 
business insurance. We all know what 
Term insurance is and what it is in- 
tended for. We know that in many 


cases it is unsatisfactory and I do not 


believe that many companies desire to 
sell it. Ordinary Life is often unsatis- 
factory because of continued payment 
and I give here the objection of a pol- 
icyhoIder who held a Twenty Year En- 
dowment policy. He stated that when 
he purchased this contract that he con- 
sidered it a splendid contract because 
it compelled him to save money, but 
now he was in business and he felt 
that while he needed protection he was 
paying too high a rate for it as he need- 
ed his money in his business. The 
Twenty Payment Life contract is a 
mean between extremes and will under 
all ordinary circumstances answer the 
purpose of protection. 

The various features of this contract, 
especially when your company sells the 
Total Disability and Double Indemnity 
clauses, make it ideal. It is neither a 
Ford nor a Packard, but it is a good 
substantial car that will carry our pro- 
tection safely down the trail of life at 
a cost within reach of the greatest num- 
ber. 





CHECK FOR $400,000 

Anyone interested in Annuities 
should “talk it over with Reilly’— 
William F. Reilly, of the Equitable’s 
Brooklyn office. On October 26th he 
handed Cashier Webster a check for 
$400,000, the consideration for a Cash 
Refund Annuity on the life of a New 
York man, age 60% years, who will as 
a result receive from the Equitable a 
quarterly payment of $7,176 for as long 
as he lives ($28,704 annually). If the 
Annuitant should die before receiving 
a total of $400,000 in annuities, the dif- 
ference between that amount and the 
sum of the annuities drawn will be 
paid in cash to his beneficiary, says 
“Agency Items.” 

This is one of the largest single pay- 
ments ever tendered to the Equitable 
for an annuity. The Society’s largest an- 
nuity transaction took place about a 
year ago, and involved an investment 
of $1,200,000, the details of which were 
also handled by Mr. Reilly. To date 
he has invested upwards of $6,400,000 
in annuities for his clients. 


POSITION OF INSURANCE 


Insurance is as much a part of mod- 
ern life as the telephone or the street 
railway. 

Today, the man who isn’t insured 
somewhere, somehow, for the benefit 
of somebody, is likely to be a bad risk 
of some kind—either physically, men- 
tally or morally.—Los Angeles Express. 





OPENS IN LANCASTER, PA. 
Ralph J. Boyd, formerly with the Lan- 
caster Trust Company, Lancaster, Pa., 
has gone with the Guardian Life and 
has opened an office in Lancaster where 
he represents the city and county. Mr. 
Boyd is a graduate of Lafayette. 





JOINS MARYLAND ASSURANCE 

Roy Garman has resigned as Mary- 
land manager for Sherman & Ellis to 
become traveling supervisor for the 
Maryland Assurance Company in Texas, 
Louisiana and Tennessee. 














The Northwestern Mutual Life Insurance 
Company was the pioneer in establishing 
rules to protect itself and its agents 
against evils which demoralized the business. 

For twenty-seven years it has enforced a stringent Anti- 
Rebate Rule. 

For twenty-three years it has observed a No-Brokerage Rule 
which prohibits the acceptance of business from, or the pay- 
ment of commissions to, other than an agent of the company. 
Exception only is made in the case of legitimate surplus 
business and then only from a licensed agent of another 
company upon an anti-rebate agreement from him. 


THREE RULES: 




















For more than twenty-eight years it has adhered to its 
present Civil Service Rule which provides that all appoint- 
ments to general agencies shall be made from those already 
connected with the company and otherwise qualified. 

To the literal enforcement of these rules is attributed, in 
large part, the success, high character and the loyalty of the 
agency force of 
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Founded 1865 


The Provident Life and Trust 


(Pennsylvania) 
PROVIDENT agents are selling not only protection but 


The policy-holder who matures a Provident Long Endow- 
ment is a center of Provident influence in his community. 


PROTECTION+ THRIFT =SATISFACTION 


Philadelphia 





THE MOST VALUABLE POLICY FOR YOU 


Mr. Agent, is to write your prospect in the Company writing 
the most valuable policy for the insured. 
Secure prompt action in the 


INSURANCE COM 
WILLIAM N. COMPTON, General Agent 
Metropolitan District 
St. Paul Bldg., 220 Broadway, New York, N. Y. 




















An Expert On 
Selling Farmers 


HOW STERLING EVARTS WORKS 





Featuring Life Insurance As An Estate; 
Arguments Which Have Written 
Many Policies 





Sterling J. Evarts, a former New York 
newspaper man, has made an unusual suc- 
cess in Selling life insurance in rural com- 
munities. He is a leader with the North- 
western National Life. In an article on 
“Selling the Farmer,” published for the 
Home Office organ of the Company, he 
says : 

In the first place I am firmly con- 
vinced that the possibilities for the re- 
sourceful and aggressive life insurance 
agent in country or rural work are 
greater today than ever before. 

And I am just as firmly convinced 
that to succeed in any large measure 
in country work the agent must special- 
ize in it. He must make it his one 
field of endeavor and throw his whole 
heart and soul into it. He must come 
to sense the workings of the “mental 
apparatus” of the people of the various 
localities in which he is working and 
even to sympathize with their problems, 
hopes and ideals, making these a part 
of himself as it were. He should not 
hesitate to take an active part in the 
civic and public life of the various lo- 
calities. Such interest is bound to 
identify him in a way that pays large 
dividends. 

To my mind two very important fac- 
tors that make for success in this field 
are: First, ability to unearth the right 
kind of a local “contact point.” Second, 
the developing and following of meth- 
ods, systems, stunts or “lines of attack” 
that stimulate a friendly interest and 
confidence in you and your proposition. 
As a matter of fact I have found that 
these two important factors are really 
interdependent. 


The Banker 


An agent of any amount of experience 
and ability will not and can not afford 
to give much attention to a rural] local- 
ity unless he has the co-operation of a 
local man of some standing to introduce 
and vouch for him and his company, 


and the local banker of course is to be 
given first call. However, I believe that 
many times we fail to interest the bank- 
er, or even after obtaining him as an 
agent fail in getting his close and ac- 
tive co-operation simply because we do 
not present a definite, comprehensive 
or possible so-called special “line of at- 
tack.” In other words we get him to 
work just life insurance in a general 
way instead of outlining a definite cam- 
paign, or showing him the possibilities 
of special forms of policies for specific 
purposes. I believe it is essentially up 
to the agent to largely control and di- 
rect the activities of each local situa- 
tion, and suggest or present something 
definite for our local man to do. 

However, failure to enlist the active 
co-operation of the banker does not 
mean that a local point cannot be made 
profitable. I have always gone on the 
theory that every community of any 
size has some man whose co-operation 
once enlisted can be made of potential 
value, but it is up to me to unearth, 
develop and stimulate him. I have 
found such men among local business 
men, active and retired; retired farm- 
ers; rural route carriers, railroad tel- 
egraphers; ex-county and town officials; 
and agricultural implement men and 
teachers. 

In the actual campaigning or solicit- 
ing of insurance in the small towns 
and the country, we naturally develop 
ideas or stunts which prove quite ef- 
fective in getting the name on the 
dotted line. 

The following is a slant on one such 
stunt. I believe we are perfectly safe 
in assuming that where one man is 
moved to act upon his own initiative or 
at the behest of his own judgment, nine- 
teen will be moved to do the same 
thing, because the other men in whom 
they may have considerable confidence 
have done so. 

During my earlier work in rural dis- 
tricts I always took, pains to keep with 
me lists of our own policyholders to 
testify, as it were, for me, for the com- 
pany and as to the great value of old 
line life insurance estates. They were 
my endorsers and although very often 
their numbers were limited I found the 
names on these lists quite effective in 
helping me persuade the other brethren 
and sisters to act. I then, gradually 
accumulated the hunch that if these 


abbreviated lists were of considerable 
value, why not obtain and use lists of 
all who were investing in old line life 
insurance estates in the communities 
in which I was working, whether in my 
Own company or not. My experience 
with this idea soon proved its great 
value and effectiveness and in due time 
we worked on a form or blank for the 
taking of this “census” as we termed 
it. (Such a census may be conveniently 
kept on the blank pages in the back of 
your field book.) 

Now just a few observations from my 
own experiences in following out this 
stunt or the taking of this census. In 
approaching and talking with people re- 
garding the old line life insurance they 
already carried or supposedly carried, 
I found that they received and talked 
with me far more frankly and freely, 
gave me their ideas and experiences 
and just the sort of information that I 
was after and that enabled me to frame 
up my “line of attack” or solicitation. 
I found that they did not consider at 
the outset, at least, that I was solicit- 
ing them for insurance; but as a mat- 
ter of fact I was making a solicitation 
that worked out most effectively. An 
attack on the flank, ab it were. 

As I listed the names of these people 
I obtained the names of the companies 
in which their insurance estates were 
carried, the forms of policies and, of 
course, the amounts. If they were 
pleased with their policies I learned 
that. If displeased, I was advised of 
that fact also and why. In event of the 
latter I always considered it a real op- 
portunity for doing an important serv- 
ice, not only to the man with whom 
I was talking but also to the old line 
life insurance as a whole; in other 
words I got busy and sold him his policy 
over again. It mattered not with what 
old line company he might have it. 
You and I recognize that there is small 
possibility of any old line legal] reserve 
company’s failing. What we want to do 
above everything else in country work 
is to stimulate a friendly interest and 
strong confidence in ourselves and our 
business. This confidence, in reality is 
one of our very important assets. 


Very often my man gave me the op- 
portunity of going over with him the 
policy or policies he was already carry- 
ing. What an opportunity! Invariably 
I have found that there were many 





features that he did not understand, 
had forgotten or overlooked. Nine times 
out of ten you can make even a dis- 
satisfied policyholder satisfied, and fur- 
ther very often put him in a frame of 
mind where he wants more and wants it 
now. I have found this procedure most 
effective in the writing of business and 
particularly a most potential source for 
good prospects; for this same gentle- 
man has relatives, friends and neigh- 
bors. 


When trying to interest the farmer in 
particular, your best bet in overcoming 
his own or his wife’s lack of confidence 
or interest and contrariwise stimulating 
same, is to show him what his banker, 
minister, doctor, neighbors and other 
leading men of the community are 
carrying. This is sure to stimulate his 
confidence and interest where nothing 
else will. 

Religious Grounds 

The farmer’s wife objects on “old 
fashioned religious grounds.” Show 
them both that the wives of other good 
members of their church do not. You 
will have many such names on your 
list. I have found that this line of 
talk will kill off such an objection moré 
effectively than any other. The average 
man will not buck public opinion or 
popular sentiment very long. 

The farmer has a mortgage or other 
liabilities. Tell him about some of his 
friends or neighbors, whom he un- 
doubtedly knows are likewise encum- 
bered, and who are carrying policies 
for $3,000, $5,000 or $10,000 for the very 
purpose of liquidating these encum- 
brances in case of their death. What 
are you doing? You are putting your 
proposition before him as concrete 
reality. You are telling him a true 
story. You have eliminated the ab- 
stract. You help him vision and see 
in a material way just what your Policy 
will do for him and his loved ones. No 
question about it the more common, 
human interest talk we can inject in 
our work the easier will come the re- 
sults desired. 

“If all these friends and neighbors 
and successful men are investing in 
these old line life insurance estates you 
are neglecting a very important matter, 
my good man.” That is the position in 
which you find yourself and the man 
you are soliciting will tacitly recognize 
it. You have simply “mobilized” public 
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The ultimate success of a life insurance company de- 
pends upon what those who have bought its policies in the past 
think of the service they have received. The Massachusetts 
Mutual passes this test with flying colors. Over $45,000,000 
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sentiment or opinion, as it were and it 
is so much easier to get a man to fall 
in with that public sentiment rather 
than act upon his own judgment or ini- 
tiative, contrariwise few men are 80 
constituted that they want to buck it. 

I have these lists with me always 
when doing country work. The names 
thereon give weight and punch to my 
talk that very very few men have tried 
to combat. As suggested above, they 
just naturally make a man feel or as- 
sume he is on the wrong side if he does 
not carry some old line insurance. I 
keep my sheets clean, taking pains to 
copy every name plainly. I try to give 
them an official or important appear- 
ance. Many men have started to say 
“No” or back away at the critical mo- 
ment and the names on these lists have 
held them and furnished the final punch 
that has put their names on the dotted 
line. 

Now just another slant upon an idea 
to which I am thoroughly converted and 
which I have found is really effective 
in provoking a man’s interest: Leading 
thinkers have told us that the four 
greatest factors in the progress and 
development of the human race and 
civilization are: 1. The institution of 
the family. 2. The establishment of 
private property. 3. The rise of capital 
to that point where man has developed 
sense enough to save and accumulate 
something as a provision for his own 
and his family’s future years. Right 
here I have found my “text,” and we 
won't go any further. This third refers 
to the acquiring or building up of an 
estate. 

An Estate 

Accordingly to me oid line life insur- 
ance is an estate; it is capital; it is 
property; and I am presenting this idea 
more and more to people and forgetting 
the term “life insurance.” I aid in the 
building of estates and in the conserv- 
ing of property already acquired, advo- 
cating to people that they “make sure” 
rather than “insure.” I sell policies or 
contracts that guarantee certain specific 
provisions. These policies or contracts 
are as deeds to property or bonds. I 
endeavor to interest people in some- 
thing specific not in the abstract or 
untangible something called “life insur- 
ance,” In my comings and goings 
among and talks with people I endeavor 
to discover their ideas, ideals and cir- 
cumstances; their schemes and ambi- 
tions for their future and their families’ 
future. I then present my proposition 
to fit in with these and as a most im- 
portant adjunct in the attaining of their 
realization; but not as that abstract 
something called “life insurance.” 

Now, I am going to presume to give in 
a Summary way a few of the important 
advantages of a life insurance estate 
over that of any other. I am free to 
say that these are not exactly original. 
You have probably seen something sim- 
ilar in print, but I have adopted them, 
using my Own phraseology and have 
found them very effective in converting 
men to my way of thinking. Life insur- 
ance is: 

1. Quickest way to create a sure and 
definite estate. One year’s premium 
guarantees the full amount of the es- 
tate is immediately available in event 
of death. In fact it is the real, sure 
way of creating an absolutely certain or 
definite estate. You are immediately 
worth so much after making your first 
deposit or instalment. 

2. Easiest kind of estate to buy—you 
pay for it in instalments—simply de- 
posits, no interest and no taxes. 

3. Safest kind of estate—it is guaran- 
teed by old line, legal reserve, life in- 
surance. There is no safer financial in- 
vestment in the world. It is the only 
form of estate that is worth one hun- 
dred cents on the dollar. 

4. Best estate to buy—at death it is 
the only kind of estate that automati- 
cally becomes cash, and as before 
stated, always worth one hundred cents 
on the dollar. Further, it is not subject. 
to the numerous liabilities, legal techni- 

calities and delays that attach to other 


forms of property or investments. It 
ducks the probate courts. 

5. Lowest estate in cost—the same 
amount of money invested in the same 
way in any other form of property or 
investment will not produce as large an 
estate or income. The premiums would 
average annually a little more than the 
taxes but a little less than the interest, 
were the estate in the form of real 
property. 

6. Inexpensive to maintain—al]l other 
forms of property or investment, with 
the possible exception of U. S. Govern- 
ment bonds, are subject to many kinds 
of taxes, also to possible fluctuation, 
loss or depreciation in value. Further, 
they require continued managing, 
handling and reinvesting, expense and 
often much care and worry is involved. 
All this is avoided in a life insurance 
estate. 

And now, finally, the best and most 
authoritative statistics obtainable show 
that 95 per cent of the men in the 
United States really fail in the accum- 
ulating of a sufficient estate for their 
later years, and that 87 per cent of 
what men leave behind them at death 
consists in life insurance. This is 
proof, I think, of the big chances a man 
is taking if he undertakes to depend 
entirely upon other forms of property or 
investment in acquiring his estate. 





MEAT OF MEETING 
“Twisting” and “Loyalty” Occupied the 
Front Line Trenches of State Life 
Clubs’ Convention 
The annual convention of the $100,000 
and $200,000 Clubs of the State Life 
of Indiana, was held in Indianapolis, 
and was the largest in the history of 
the Clubs. The questions of “Twisting” 
and “Loyalty” stood out in front of the 
other topics on the program in the dis- 

cussion. 

Speaking of the meetings the Com- 
pany says: 

“Twisting was considered from two 
points of view; the twisting of policies, 
and the twisting of agents. It is scarce- 
ly too much to say that after a most 
earnest discussion of this topic every 
member of the clubs was even more 
than ever self-pledged never to be 
guilty of either of these offenses. It 
was requested in the meeting, and it is 
herein requested again that any agent 
of the Company knowing of any attempt 
to twist either a policy or an agent, re- 
port the same at once to the Home 
Office. Pe 

“The other subject that challenged 
undivided attention was the sometimes 
overlooked opportunity -:nd duty of 
every field man to be in very truth and 
fact a partner with the Home Office, 
not only in earning a substantial in- 
come, but in building a great, and 
strong and high grede company. No 
true agent will ever suggest a risk just 
to see if he can get it past the Medical 
Department. No true agent will ever 
allow a prospect to misunderstand any 
policy clause, nor any other matter per- 
taining to his Company’s affairs. Every 
wise and prudent agent will hope his 
Company will decline all border-line 
risks, in order that dividend schedules 
may be maintained, that surplus may be 
increased, and that his Company may 
be fully prepared to withstand any tem- 
porary strain which may be caused by 
epidemic or financial panic. Every 
worthy agent will deeply regret every 
first year loss that can be laid to his 
own lack of judgment, or to any over- 
sight. on the part of the medical exam- 
iner, or to any possible inadvertence 
or mistake in judgment of the Medical 
Department.” 





Standard’s Ticket Policies 

Ticket policies of the Standard Acci- 
dent cover all accidents whether hap- 
pening on train, steamship, in automo- 
bile, on the street, at home or other- 
wise. Some several agents have been 
of the opinion these ticket policies cover 
accidents occurring on public convey- 
ances only. 
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Boston, Massachusetts 
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THE UNITED STATES LIFE INSURANCE COMPANY 
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| HOME LIFE INSURANCE COMPANY of AMERICA 
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Tentative Program 
of Life Presidents 


TAXATION AND THRIFT TALKS 








Five Companies Have Passed Seventy- 
Fifth Year Mark; Many Prominent 
Speakers 





The Association of Life Insurance 
Presidents is making good headway 
with the program for its December 9-10 
convention at the Hotel Astor. In ad- 
dition to the attention which will be 
given to the seventy-five year span 
which American life insurance has 
achieved the convention will consider 
the extent to which that institution has 
stimulated individual and _ national 
thrift in this country, with a view to 
deve'oping additional means of using 
it as a savings agency at a time when 
the people must economize in order 
successfully to meet the readjustments 
following the war. There will also bs 
considerable time devoted to taxation 
matters. 

The program as prepared to date fol- 
lows: 

Chairman of the Convention, Fred A. 
Howland, President, National Life In- 
surance Co., Montpelier, Vt. 

“Life Insurance Investments—Where, 
What and Why?”, Haley Fiske, Presi- 
dent, Metropolitan Life Insurance Com- 
pany, New York. 

“Primary Purpose of Life Insurance— 
Its Stabilizing Influence Upon the Na- 
tion,” George I. Cochran, President, Pa- 
cific Mutual Life Insurance Company, 
Los Angeles, Cal. 

“Some Facts in the Development of 
Life Insurance in the United States,” 
William A. Hutcheson, President, Ac- 
tuarial Society of America; Second 
Vice-President and Actuary, Mutual 
Life Insurance Company, New York. 

“The Progress of Insurance Through 
Constructive Regulation,” F. H. Ells- 
worth, President, National Convention 
of Insurance Commissioners; Michigan 
Commissioner of Insurance, Lansing, 
Mich. 

“Canadian Life Assurance,” T. B. 
Macaulay, President and Managing Di- 
rector, Sun Life Assurance Company 
of Canada, Montreal, Can. 

“Relation of the Agent to Some Ex- 
ecutive Problems,” J. V. E. Westfall, 
Vice-President, Equitable Life Assur- 
ance Society, New York. 

“Life Insurance—Art or Science?”, 
William BroSmith, General Counsel, 
Travelers Insurance Company, Hart- 
ford, Conn, 

“Policy Claims—A Moral Test of Life 
Insurance,” William J. Tully, Secretary, 
Association of Life Insurance Counsel; 
General Solicitor, Metropolitan Life In- 
surance Company, New York. 

“Federal Taxation of Life Insurance,” 
E. E. Rhodes, Vice-President, Mutual 
Benefit Life Insurance Company, New- 
ark, N. J. 

“State Taxation of Life Insurance,” 
Thomas W. Blackburn, Secretary and 
Counsel, American Life Convention, 
Omaha, Neb. 

Seventy-five-Year Old Companies 

Five leading American life insurance 
companies have passed the 75-year 
mark. Another is in its seventy-fifth 
year. These six companies have re- 
turned to policyholders and _ benefi- 
ciaries over four and a quarter billion 
dollars of thrift funds. The distribu- 
tions of 196 other American life insur- 
ance companies which have transacted 
business from five to seventy-three 
years each bring the total up to about 
eleven billion dollars for 202 com- 
panies. These companies now stand 
obligated to make future payments to 
their policyholders and beneficiaries ag- 
gregating more than thirty-eight billion 
dollars—all representing American 
thrift as expreased in terms of Amer- 


ican life insurance. To guarantee 
those payments as they become due 
reserves are being maintained totalling 
about six billion dollars. 

The ways in which these reserve 
funds have participated—and are now 
participating—in the direct financial 
support of the Federal Government, in 
the development of American industry, 
commerce, transportation and agricul- 
ture, and in improving housing condi- 
tions, will be presented. In this con- 
nection original investment statistics 
of the companies will be contributed 
and studied from the viewpoint of fu- 
ture needs. 

The history of American life insur- 
ance will be presented by several 
speakers, each contributing a compo- 
nent part of the picture. In addition, 
the experience of Canadian life assur- 
ance companies, of which the oldest 
is now in its seventy-fourth year, will 
be outlined as an important interna- 
tional contribution. 


The further development of the ag- 
ency organization of life insurance and 
the establishment of a still closer re- 
lationship between it and the executive 
department for the betterment of the 
institution as a whole, also will be con- 
sidered, | ig] 

A point of public contact of compara- 
tively recent origin that will be re- 
viewed and analyzed is the relationship 
of life insurance to the movement to 
prolong human life. The co-operation 
of life insurance companies in the past 
dozen years or so has been sought 
along various health improvement 
lines by the established health authori- 
ties of cities, states, and even the Fed- 
eral Government. For instance, the 
companies have aided in such funda- 
mental campaigns as the one for the 
enactment of standard vital statistics 
registration legislation. 





THE INTERMEDIATE ENDOWMENT 





F. E. Mason, of The Prudential, Tells 
How He Presents This Policy 
To Public 





F. E. Mason, agency inspector of 
The Prudential in describing the man- 
ner in which he presents the inter- 
mediate endowment policy, said in the 
current edition of “The Prudential Rec- 
ord”: 

“When I meet the father of a fifteen 
year od boy and am soliciting for the 
intermediate endowment I say: 

“*What a fine boy you have, Mr. 
Jones. I suppose you have a'ready 
made your plans for his future. Have 
you included in your plans a small but 
safe investment for him, an investment 
that may be the means of starting him 
in business in a few years or of paying 
for his education, and yet an invest- 
ment that would cost him an average 
of only a few cents a week?’ 

“IT represent one of the Jargest cor- 
porations in America, which issues pol- 
icies for $500 on the fifteen or twenty- 
year endowment plan, guaranteeing 
that the full amount will be paid at the 
end of the endowment period, if tne 
boy is then living, or at death, if pmor. 
You are to pay to the company each 
year $31.13 on the fifteen-year endow- 
ment, or, if you prefer the twenty-year 
endowment policy, you pay each year 
$22.65. This is at the rate of about 
sixty cents or about 44 cents a week, 
respectively. It will be only a short 
time when your boy will understand 
the value of money much better tnan 
he does at present. And when he re- 
alizes the kind of investment you have 
made for him, he will be eager to say 
by some of his own money to heip 
pay for it. Thus he will learn the 
habit of thrift and saving.” 


BOSTON ELECTS GILMAN 

Charles C. Gilman, of the National 
Life of Vermont, has been elected 
president of the Boston Life Under- 
writers’ Association, which has a mem- 
bership of 1,001. J. Everett Hicks has 
been selected representative of the Na- 
tional Association of Life Underwriters 
for the district of New England. 








INSURANCE IN FORCE OVER $245,000,000 


__ For co-operation 
with agents in securing the 
complete satisfaction of policyholders 
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EQUITABLE LIFE OF IOWA 


maintains a SERVICE Department which 
opens for them a broader field 
of opportunity and 
assures success 


NEW BUSINESS IN 1920 OVER $52,000,000 








A PENN MUTUAL PREMIUM, less a PENN MUTUAL DIVIDEND, 
purchasing a PENN MUTUAL POLICY, containing PENN MUTUAL 
VALUES, make an INSURANCE PROPOSITION which in the sum ef 
ALL ITS BENEFITS, is unsurpassed for net low cost and care of inter- 
ests of all members. 


THE PENN MUTUAL 


Life Insurance Company 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
8% reserve 

















Southwestern Life Insurance Co. 
Home Office, DALLAS, TEXAS 
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| IN THE CENTER OF THE U. S. A. | 


is located a big, vigorous, and growing 
institution of Life Insurance. 

















Our geographical location enables us to 
render exceptional service to our policy- 
holders and field force. 


Over $260,000,000 of insurance in force. 


AS EVERLASTING 
NERO Sua 





Investigate for yourself. 


Missouri State Life Insurance Company 
M. E. SINGLETON, President 
St. Louis, Missouri 
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Pan-American Life Insurance Company 


NEW ORLEANS, U. S. A. 
CRAWFORD H. ELLIS, President 








Total Resources Dec. 31, 1919.... over $7,500,000.00 
Insurance issued during 1919..... over 26,000,000.00 
Insurance in force Dec. 31, 1919.. over 70,000,000.00 — 


THE PAN-AMERICAN WAY. 
In keeping with the higher Ideals and Ethics of the Business, the Pan- 
American does not seek to employ agents of other companies, but by 
interesting men of intelligence, character and clean record, instructing 
them by correspondence, and assisting them in the active co-operation 
of specially trained men, it has built up a field organization that is 


rosperous and contented. : 
What those agents are doing, you can do, if you have the Will—the 


Pan-American Way is open to you. 
Address: E. G. SIMMONS, Vice-President and General Mgr. 
NEW ORLEANS, LA. 
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Milch Investigator 
For Donaldson 


GOT H. A. ROSENBERG EVIDENCE 





Connection With Pennsylvania Depart- 
ment a Surprise; Rosenberg on 
Trial in Pittsburgh 

(By Tel. to The Eastern Underwriter) 

Pittsburgh, Nov. 3.—At the trial of 
H. A. Rosenberg, group insurance agent, 
New York, in the Criminal Court here, 
an interesting development was that 
Samuel Milch, whose affairs have been 
in connection with 
irregularities 





considerably aired 
arson cases and certain 
growing out of activities as an agent of 
the Philadelphia Life, did work on the 
case for the Pennsylvania Insurance 
Department as special investigator. 

Rosenberg with N. S. Knezovich, 
president and secretary of the Serbian 
Orthodox Society, Srbobren, was arrest- 
ed in Philadelphia recently on a charge 
growing out of alleged manipulation of 
$38,000 worth of registered Liberty 
bonds, the property of the society. 

Pleading not guilty to the indictment, 
alleging that he had conspired to de- 
fraud the Serbian Society, Rosenberg 
was placed on trial before Judge Mc- 
Farlane here this afternoon. 

Prior to the beginning of the trial of 
Mr. Rosenberg, Milan N. Glumecich, 
president of the Serbian Orthodox So- 
ciety, indicted as a “co-conspirator” 
with Mr. Rosenberg, pleaded guilty on 
the four counts of grand larceny, em- 
bezzlement, conspiracy and forgery. 

The first witness, Samuel Manulla, 
chairman of the board of trustees of 
the society, took the stand immediately 
after Assistant District Attorney Gibson 
of Allegheny County had explained to 
the jury the nature of the alleged con- 
spiracy. 

Manulla testified to discovering that 
$45,000 of the society’s funds had been 
misappropriated to the use of Mr. Glum- 
ecich. This discovery resulted from 
an audit of the society’s books. He 
further testified of a meeting in Pitts- 
burgh on February 16, 1920, at which 
he, Glumecich, N. S. Knezovich, secre- 
tary of the society; J. Francis Burke, 
attorney for the society and H. A. 
Rosenberg were present. This meeting 
was held in the office of Attorney 
Burke. 

It developed that during Mr. Manulla's 
testimony that Mr. Rosenberg was or- 
dered out of the office of Attorney 
Burke and that a further meeting in 
connection with the impending re-insur- 
ance deal was held in the room of Mr. 
Rosenberg in a Pittsburgh hotel at 
which meeting were Glumecich, Knezo- 
vich, Bonniwitz, secretary of the board 
of trustees of the society, Manulla and 
Rosenberg. At this meeting Manulla 
testified he warned Mr. Rosenberg to 
enter into no deal wherein the moneys 
or funds of Srbobren were to be used. 

Exhibit No. 1 presented in evidence 
was a reeeipt for $97,000 from the Fed- 
eral Beneficial Society of Camden, N. J., 
which society was to take over the re- 
insurance of the Serbian Orthodox So- 
ciety “Srbobren.” At this point court 
adjourned for the day. 





P. L. & T. DIVIDENDS 


The Provident Life & Trust makes 
this dividend announcement: 

“At its meeting on October 14, 1920, 
the Board of Directors of the Company 
voted the dividend scale for the year 
1921. The dividend scale for the year 
1920, on policies issued prior to the year 
1919, was reduced to make good the 
excessive death losses caused by the in- 
fluenza. In 1921, by virtue of the action 
just taken by the directors, dividends 
will be upon the scale in use in 1919, 
prior to the reduction in 1920.” 


Sees Demand For 
Simple Contracts 


ACCIDENT COVER TOO FOGGY 





Same Applies to Health Insurance, 
Says C. F. E. Peterson, Experienced 
Western Underwriter 





A Western view of accident and 
health insurance needs is presented by 
C. F. E. Peterson, of Minneapolis. The 
principal demand is for simplicity of 
contracts. Mr. Peterson says: 

“The health and accident insurance 
business has been going through a tran- 
sitory period and is just emerging from 
the stage today and its future will not 
be brilliant, if judged by past exper- 
iences, and it is going to mean, good, 
hard, efficient and honest co-operation 
to bring this line of business up to the 
standard where it justly belongs. We 
must lay aside selfish interests and 
questionable competition. 

“Health and accident insurance, as a 
business, must be standardized, as have 
other kindred lines. This can only be 
done by arriving at accurate costs and 
fixing definite values to such insuring 
clauses of the policy, by adopting some- 
what uniform policies, simplified and in 
plain English, and by charging a fair 
value for the policy and paying some- 
what uniform commissions. All of which 
can be accomplished by efficient organi- 
zation and plain, definite business 
methods, 

“I do not feel competent to say to 
you that a policy of health and acci- 
dent insurance should be simplified to 
the extent of simply ‘a promise to pay 
so much per week in case of sickness 
or accident for so much premium’ with- 
out any other qualifications because we 
have today no accurate basis of measur- 
ing the value of such a contract, and 
few of us care to pioneer in such a 
venture, 

“It is, however, my prediction that 
unless we, ourselves give early atten- 
tion to a simplifying of our present pol- 
icies that it will be done by law, and 
perhaps not nearly so satisfactory as 
we might, ourselves do if early thought 
and study is given the subject by ex- 
perienced committees within our own 
organizations. 

“There is a public demand for health 
and accident insurance, but the kind of 
policy that the public demands has not 
been offered. The policy wanted is one 
covering all kinds of disability. A pol- 
icy offering real protection without 
qualifications and it may be that we 
wi'l in time be forced to issue a non- 
cancellable policy. The fact is the pub- 
lic is getting tired of the restricted, 
limited and gambling policies. It wants 
a plain policy, indemnifying as to loss, 
and we sure are headed toward policy 
reformation and this can be accom- 
plished best by joint action of health 
and accident companies working through 
a National Organization.” 





JEFFERSON STANDARD RECORDS 
September proved a splendid month 
for the agency force of the Jefferson 
Standard Life, completed applications 
for $10,513,130 having been received. 
Late in August the North Carolina ag- 





CAPABLE MEN 


Can Always Be 


WELL PLACED 


Much desirable territory is ready for 
Agents who can deliver policies in satis- 
factory volume. Inquiries about localities 
will have careful attention. 


Union Mutual Life 


Insurance Company 
PORTLAND, MAINE 


Address: 
ALBERT E. AWDE, Supt. of Agencies 








ency force of the Jefferson Standard 
held a meeting and it was determined 
to do something which no other com- 
pany had ever done before in any 
southern state—that is to write $5,000,- 
000 business in September. The North 
Carolina Agency force then challenged 
the balance of the field. The combined 
North Carolina agencies of T. S. Frank- 
lin and Fetter & Hines then challenged 
the rest of the North Carolina territory. 
The results were that North Carolina, 
with $5,265,750 in completed applica- 
tions beat the rest of the field, out- 
side of the state. In the state the 
agencies of Fetter & Hines and T. S. 
Franklin produced $2,248,300 for the 
month, the North Carolina field, outside 
of these two agencies, producing $3,- 
017,450. 

The John W. Umstead, Jr., agency in 
eastern North Carolina, doing business 
in six counties, led with over $1,500,000 
completed applications. 

The agency force of the Company is 
exuberant over the fact that it has 
smashed all records. 














alate 8 
HOME LIFE 
| INSURANCE CO. 
(Purely Mutual) 


256 BROADWAY, NEW YORK 


WILLIAM A. MARSHALL 
President 





The 60th Annual statement 
shows admitted assets of 
$37,780,735 and the Insur- 
ance in Force $185,755,819,— 
a gain for the year 1919 of 
over $27,000,000. The Insur- 
ance effected during the year 
was over $40,000,000, or 63% 
more than in the previous 
year. The amount paid to 
policyholders during the year 
was over $4,388,000. 





For Agency apply to 


GEORGE W. MURRAY, 
Supt. of Agents. 


256 Broadway, New York, N. Y. 

















We have passed the 


Half Billion Mark 





With over 
$530,000,000 


of insurance 
now in force 











Bankers Life 
Company 
Des Moines - - Iowa 


Geo. Kuhns, President 


























Build Your Own Business 


under our direct general agency contract 


Our Policies provide for : 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 

See the new low Rates 


JOHN F. ROCHE, Vice-Pres’t 


THE MANHATTAN LIFE 
INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 








GREATEST 
ILLINOIS 


COMPANY 


WANTS GOOD MEN 
AND 


7WILL PAY THEM WELL 











THE BERKSHIRE LIFE INSURANCE CO. 


OF PITTSFIELD, MASS. 
Incerporated 1851 
W. D. WYMAN, President 
A purely mutual Company, issuing all desirabie forms of life insurance. 
ATTRACTIVE LITERATURE 
Ambitious, Productive and Trustworthy Life Agents may be benefitted 
by corresponding with 
W. S. WELD, Superintendent of Agencies 
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Full Legal Reserve 
vs. Preliminary Term 


SOME COMMENTS BY D. M. BAKER 





Vice-President of Pacific Mutual Says 
Full Reserve Plan Exclusively 
Limits Writings 





Danford M. Baker, vice-president of 
the Pacific Mutual Life, 
interesting comments upon preliminary 
term and the ful’ reserve basis in the 
current issue of the Home Office paper 
of that Company. He says: 

“The use of the preliminary term ba- 
sis of versus the full lezal 
reserve basis has been a much dis- 
cussed subject in years gone by, by act- 
Those agents rep- 
resenting the full legal 
panies used to argue against the pre- 
liminary term plan in competitive cases, 
making the elaim of greater security 
for policyholders, larger surrender val- 
ues during the earlier years, etc. 

“Now, the most eminent actuaries 
and the most conservative companies 
agree that the pre’iminary term plan is 
both scientific and safe. 

“The Pacific Mutual values its ordi- 
nary life and 20 payment life policies 
according to the preliminary term basis 
and all other forms on the full reserve 
basis. 

“Until a year ago four states would 
not permit a preliminary term valjua- 
tion, such states being: New York, 
Massachusetts, New Jersey and Mary- 
land. During the past year two of 
these states, New Jersey and Maryland, 
have enacted laws reducing their valn- 
ation requirements to a basis very sim- 
ilar to those of IT linois and some other 
states in which the Pacific Mutual oper- 
ates. 


makes some 


valuation 


uaries and agents. 


reserve com- 


Quotes A. A. Welch 

“In an address before the Actuarial 
Society of America, A. A. Welch, an ex- 
president of such Society and a prom- 
inent insurance company official, made 
the following pertinent comments’ in 
discussing preliminary term versus full 
reserve valuation: 

“Tt would seem, therefore, that the 
employment of the full net premium 
plan for valuing reserves would under 
certain circumstances. ‘imit even the 
largest companies. as well as the small- 
er, in the acceptance of risks or would 
necessitate the cutting of dividends on 
old policies, if risks were to be freely 
accepted. 

““One of the unanswerable claims of 
the advocates of the preliminary term 
valuation is that it automatically makes 
allowance for acquisition expenses and 
still va'ues the obligations of a com- 
pany on a perfectly safe and satisfac- 
tory basis; that no matter how much 
or how little business is written by 
the company, the reserves which it is 
obliged to set up automatically yield 
from the premiums on the insurance 
wri ten the necessary amount of ex- 
penses for the acquisition of the busi- 
ness, and that in this way each group 
of policyholders entering a company 
at any period is, through the very meth- 
od of valuation adopted, charged with 
its Own acquisition expenses and that 
subsequent renewa} and overhead ex- 
penses are cared for as they arise. In 
this way each policyholder pays his 
Share of the acquisition expenses, no 
matter how soon he withdraws from 
the company or‘how long he is insured 
therein. 

““As between tho two methods of 
va'uation, the preliminary term and the 
select and ultimate of the New York 
law, the former seems to be much more 
adaptable and to more accurately rep- 
resent the facts.’ 

Limiting Volume 

“The enormous amount of new busi- 
ness written during the past two years 
has made the full reserve basis a diffi- 
cult standard for even the giant com- 


panies. These companies were content 
to advocate the full reserve plan, tak- 
ing a first year’s deficit from their sur- 
plus and reinstating it out of subse- 
quent premiums, as long as new busi- 
ness was being written at a norma! 
rate. Now, the heavy first year writing 
has caused many of these companies 
to favor a modification of the full re- 
serve standard, so that no matter how 
much business is issued, each policy 
wil’ pay its share of the acquisition ex- 
pense without such a strair on the 
surplus. 

“Many of the eastern companies oper- 
ating under the full legal reserve plan 
have been compelled to restrict their 
production of new business on account 
of the impossibility to provide the re- 
quired reserves. This means a limita- 
tion of the income of the agent, and, 
what is more it means fewer lives in- 
sured, a less number of dependent ones 
protected and a limit placed on the 
education of our citizens in economy 
and thrift. 

“If the Pacific Mutual used the fu!l 
legal reserve basis on a'l of its business 
we would have been compelled to quit 
writing new business long before the 
closa of the year. It would be a pretty 
sad predicament for our agents to be 
compelled to stop their production of 
new business in August or September, 
earning no income from this source 
during the balance of the year.” 





HOME OFFICE PROMOTIONS 





Pacific Mutual Appoints S. F. McClung 
To Succeed C. |. D. Moore, Who 
Is Made Vice-President 





Stanley F. McClung succeeds C. I. D 
Moore as secretary of the Pacific Mu- 
tual, Mr. Moore having been advanced 
to vice-president. Mr. McClung has 
been connected with the Company since 
1906, and was a member of the invest- 
ment department for seven years. In 
1913 he was made an assistant secretary 
and has recently had practically full 
charge of keeping the secretarial 
records. He is, therefore, well equipped 
to perform the duties of the important 
office to which he has been elevated. 

A. W. Morgan, for many years comp- 
troller and first assistant secretary, will 
hereafter give his full time to the duties 
of the former office. He is succeeded 
by Mr. Harry E. Moore as first assistant 
secretary, who for a good many years 
has been next in rank to Mr. Morgan 
in the secretarial staff. 

D. C. MacEwen of the accident de- 
partment, and who in the Company's 
accident underwriting has been next 
in rank to Vice-President Mier for a 


f00d many years, becomes’ second 
assistant secretary. He was formerly 
fourth assistant secretary. John E. 


Miller, appointed fifth assistant secre- 
tary early in the current year. has been 
promoted to the office of third assistant 
secretary, and Laurence W. Morgan, 
who has been in the employ. of the 
Pacific Mutual at the Home Office since 
1906, has been made fourth assistant 
secretary. Mr. Morgan has been super- 
intendent of the policy department 
(life) for several years, which position 
he retains. 

Cary E. Groton, superintendent of the 
commercial and non-cancellable acci- 
dent divisions, has received the addi- 
tional appointment of fifth assistant 
secretary. Mr. Groton has to his credit 
a good many years of service in the 
Company’s employ at the Home Office. 

F. H. Small, of the actuarial depart- 
ment, in which department he has 
served the Company since 1999, be- 
comes sixth assistant secretary 





A YOUNG AGENT’S PRESCRIPTION 

John Tunmore, of the Provident Life 
& Trust, introduced a young agent of 
his to a friend who is producing at the 
rate of $2,000,000 a year. “How do you 
do it?” asked the young agent, and the 
response was, “By exposing myself to 
my prospects for at least five hours a 
day, and keeping out of my office as 
much as [ can.” 








THE TRAVELERS 


Accident Burglary: 
Life Residence 
Liability Mercantile 
Health Bank 
Automobile: Payroll 


Plate Glass 

Public Liability: 
Contractors’ 
Manufacturers’ 
Residence or Farms 
Theatres or Stores 
Owners’ Protective 


Personal Injury 
Property Damage 
Collision 

Steam Boiler 

Workmen’s Compensation 

Group Insurance: 


Life Landlords’ and Tenants’ 
Accident Aircraft 
Sickness Engine 


Moral: Represent The Travelers 





























THE MAN 4x» THE JOB 





The time which all employees have looked forward to, 
when the job would be hunting the man instead of the man 
hunting the job, has evidently come. If you can do anything 
in the way of producing material or moral values, the job is 
waiting for you—looking for you. Life insurance companies 
have heretofore been in the position of the employee who had 
to hunt his job in order to get the opportunity to do the work 
he was able to do for the benefit of his employer and the com- 
munity at large. Now employers are looking for men and 
men who need life insurance are looking for a life company 
that will insure them. 


This advertisement is therefore printed here to notify the 
public that the New York Life Insurance Company, organized 
under the laws of the State of New York in 1845, is ready to 
do the job for those who need life insurance. The Company 
did the job for over TWO HUNDRED THOUSAND MEN 
AND WOMEY in 1919, but was obliged to turn away over 
FIFTEEN THOUSAND, not because the Company’s facilities 
were not ample, but because they applied too late—they were 
no longer insurable! They wanted protection to the amount 
of SIXTY MILLION DOLLARS, and the Company could not 
furnish a dollar. 


So the Company is printing this notice to the effect that it 
is ready to do the job for healthy men and women, on appli- 
cation. Its facilities are ample, its work has behind it the 
guarantee of seventy-five years of faithful service, a mutual 
organization with a membership of over a million insured 
persons, with ample reserves to meet every contingency. The 
Company has Branch Offices in the principal cities, and 
Agencies in nearly every county. You can easily find one and 
he will do the job—if you haven’t waited too long. 


New York Life Insurance Company 
NEW YORE, N. Y. 





346 & 348 BROADWAY, 


DARWIN P. KINGSLEY, President 
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LIVE HINTS FOR BUSINESS GETTERS 





Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 

















“I can't bother with plate- 
Average 
Premium ums are too small. There’s 
$43.87 no notion counter in my de- 
partment store of insur- 

ance,” said an agent. 

“Wake up, Rip Van Winkle,” said 
the little voice. 

The average plate-glass premium on 
the many thousands of risks written 
by The Trave'ers during the first eight 
months of the year was $43.87, says 
Travelers “Protection.” A notion? No, 
a pretty substantial business. 

Plate glass has increased in value 
so much during the past few years 
that the average plate-glass premium 
has doubled. In fact, the average 
plate-glass premium is now 20 per cent 
larger than the average burglary pre- 
mium. This never was true before 
1920. Meanwhile the average burglary 
premium has increased from $26.90 to 
$35.91. 


Cc. W. Halfhill, Mercer, 
Halfhill O., has these views of 
on old soliciting old policyhold- 
Policyholders ers: I believe that but 
few life agents cultivate 
their old policyholders as they should. 
It took me fully a dozen years to “tum- 
ble,” although I have, prior to this 
year, written some men as many as 
five times. I was not making any sys- 
tematic canvass of policyholders until 
within the last few weeks, and for the 
information of the Agency Force I “let 
you in” as to the results: 


Applications Aug. 4th to Sep- 


tember 4th ............. 14 $57,000 
Applications, old policyhold- 

SEE Cee ee eee eT 10 49,000 
Applications, whose parents 

had insurance ....¢...c. 2 2,000 


Applications, strangers (one 

of these “tipped off” by 

a policyholder) ......... 2 6,000 

If you have as much as $100,000 in 
force, keep a card index, giving infor- 
mation about place and date of birth, 
beneficiary, etc. Then when you de- 
cide that some of your policyholders 
need more insurance, you can make 
out the applications at home. It often 
happens that you ta’k to old policy- 
holders about an increase when it 
would not be convenient to write an 
“ap”; but, if you have it ready, you can 
say “just put your John Henry on this 
blank and I will see what I can do for 
you.” 

It may be of further interest, if you 
knew that $15,000 of the business was 
secured within 24 hours of the time 
when the insurable age would have 
been a year older. 

I expect that at least 75 per cent of 
my business the rest of the year will 
be among old policyholders, 

7 * 


Mrs. Brown in 1905 was a 

A Story widow of 65, with an es- 

About tate sufficient to give her 
Mrs. Brown a fair income, although by 

no means a large one. 
She had no one dependent upon 
er; her investments had all been 
well made—many of them, however, in 
railroad securities, first class at that 
time. By economy she was able to do 
some traveling. 

She was confronted with the fact, 
however, that she had no guarantee as 
to a future income should her securi- 
ties depreciate, nor that her income 
would be sufficient in case of severe 
illness to meet her expenses amply 
without drawing upon her principal. 
She had absolutely no way of increas- 
ing her income safely, yet there was 


glass insurance. The premi- 


no réason why she should leave any 
principal at her death. Her health was 
good; in fact, she was a robust woman 
for her age. 

The Travelers “Protection” now 
takes up the story: 

“In other words she was a fit subject 
for the consideration of a life annuity 
investment; but the remarkable part of 
the story is that she acted upon this 
idea and on February 1, 1905, pur- 
chased her first contract in The Trav- 
elers, paying a single premium of 
$2,075 for an annuity providing quar- 
terly payments of $50. In July 1905 for 
an expenditure of $1,528.50 she supple- 
mented this by the purchase of an an- 
nuity of $37.50 quarterly. She soon 
found that her annuity payments were 
made promptly on the due dates, that 
she was involved in no bother as to 
reinvestment, and that the life annuity 
proposition seemed to fit very well into 
her circumstances. In June 1913 she 
again made an investment of $764.50 
for an annuity payment of $25 quar- 
terly. 

“Being desirous that these annuity 
payments should be payab'e monthly, 
the company in June 1916 rewrote the 
contracts above referred to so as to 
provide a total monthly payment of 
$38.06. On April 1, 1916, she also in- 
vested a single premium of $1,800 and 
obtained a monthly annuity of $21.91. 
On January 1, 1920, she invested a sin- 
gle premium of $1,479.02 for a monthly 
payment of $20. Her total annuity 
payments now amount to practically 
$80 a month. 


“The investments made prior to Jan- 
uary 1, 1920, amount to $6,168, from 
which she has obtained annuity pay- 
ments totalling $7,324.76. Her total in- 
vestments to date amount to $8,647.02 
with total annuity payments of $7,- 
505.76. With annuity payments of $80 
a month, however, it will not take long 
before the payments which she has re- 
ceived wi'l be greater than the total 
investment which she has made. 


“Tf her total investment, however, 
had remained in securities, her income 
therefrom at 5 per cent would have 
been but $430 a year, as against her 
actual income of $960 annually from 
the annuities. Furthermore, the 
chances are that her income would 
have been considerably diminished be- 
cause of the character of her invest- 
ments, namely, in railroad securities. 
For instance, she did hold at one time 
an investment in N. Y., N. H. & H. 
stock. 

“Mrs. Brown is now over 80 years 
old. She has derived a great deal of 
satisfaction from her investment in 
these annuities. For instance, she has 
stated to the writer that she is sorry 
she did not invest more heavily therein 
earlier. Her health is remarkably good 
for a person of her age and gives every 
indication that she will live out her 
present expectancy. In fact, she has 
found that life annuity investments for 
one in her circumstances are most sat- 
isfactory ones, reducing the worries 
of investment to a minimum and se- 
curing a regular income as long as she 
will be able to enjoy one.” 





J. Mc. POWELL MADE ACTUARY 

The Columbian National Life Insur- 
ance Company announces the appoint- 
ment of John M. Powell of Hartford, 
Conn., as actuary of the Company. Mr. 
Powell enters upon his new dyties this 
week and will take up his residence in 
Boston. For a number of years he has 
been one of the assistant actuaries of 
the ‘Travelers Insurance Company. 


American Central Life 


Insurance Company 


INDIANAPOLIS, INDIANA 





Established 1899 
All agency contracts direct with the company 


Address: 


HERBERT M. WOOLLEN, President 














LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 


OLDEST -LARGEST STRONGEST, Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 


CONDITION ON DECEMBER 31, 1919: 





PEE. ss. nscinnn gunn sdseedbeunss wesdsdareaebstcnetoiudeoesc 

SN Riciadstiens beuhinimnsanineiedatmanbhiadiindmmmsucere cece cee. . T8650 208 oo 
ee OU MIE ass sect dings ain mein mia eatabtaaieiGanbiabuiediceuics adc c ace: 2,049,930.12 
UN | MN ick nainesceincaebennd ander euieaceKubawieesenes%cvaeccos sac, e 176,501,808.00 
Payments to nn ., SRE eee ar Aare : 1,338.97 
Total Payments to Policyholders since OPBARIERTOR, ....655560ce00ceeceee 23,840,173.80 


JOHN G. WALKER, Pres‘dent, 














Great Southern Life Insurance Company 








HOUSTON, TEXAS 


@AMARTLLO 


Die OOM 
THE DALLAS. Thy RRWANES 
BIG. Fiwoatn: For Agency Contracts addrese 
TExas GREAT 


INSURANCE 
AUSTIN® BtAUHONI 6 
SAN ANTONIO’ / ligalltas 


DELRIO COMPANY ¢ 4 O. S. CARLTON 


e "RESIDENT 

















37,005 PEOPLE 


wrote to us last year and asked for an illustration of our ‘‘ Income for 
Life” at their age. This valuable lead service explains why our 1919 
business showed a gain of 81 per cent. 


_ The Fidelity operates in 40 states. Full level net premium reserves 
basis. Insurance in force over $173,000,000. Faithfully serving in- 
surers since 1878. 


A Few Agency Openings for the Right Men 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
WALTER LE MAR TALBOT, President 























Are You Permanently Established? 


Write for Territory 


Pennsylvania—Ohio—West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 


PHILADELPHIA 
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Proper Sale of 
Term Policies 





CONVERTIBLE ON ANNIVERSARY 





List of Term Policyholders Should Be 
in New Agencies or Agents in a 
Territory 





The Northwestern Mutual Life’s Term 
Conversion figures for the first nine 
months of 1919 and 1920 were as fol- 








lows: 

1919 
Original Date ........ 821 $3,415,200 
Attained Age ........ 2,767 10,192,650 
3,588 $13,607,850 

1920 
Original Date ....... 642 $2,882,320 
Brieined BBS .o00s00 2,465 11,058,200 
3,107 $13,940,520 

Decrease 1920 Original 
Pee rere ee 179 $532,880 

Increase 1920 Attained 
RE en cdant tence nad —302 865,550 
Net Increase, 1920...—481 $332,670 


“These figures call for some com- 
ment and deserve the study of every 
man carrying a Northwestern rate 
book,” says the Company. 

The continuance of the trend toward 
attained age conversions as against the 
original date method is commendable 
and seems to indicate that the efforts 
of the Home Office are meeting with a 
measure of response from the agency 
force. 

However, the number of policies con- 
verted at attained age has also de- 
creased. This is possibly due in some 
measure to the large number of con- 
versions of old renewable Term policies 
in 1919. 

Numerous articles in the Company’s 
Home Office paper and many discus- 
sions at agency meetings, in general 
agents’ bulletins and in Home Office 
correspondence “should have resulted 
in every agent of the Company becom- 
ing thoroughly convinced that Term in- 
surance has many features and leads to 
many results that makes it very un- 
satisfactory,” says the Company. 

“It is of course recognized that there 
are legitimate uses for Term, but we do 
not believe any agency or agent should 
write much more than ten per cent of 
total volume on this plan. 

“If a Term policy is properly sold it 
should not be necessary to wait until 
the end of the conversion period to 
change it to a permanent form. A real 
effort should be made to convert every 
Term policy on each anniversary and 
such efforts will yield results that will 
be beneficial to the insured and re- 
munerative to the agent. 

“We are often surprised in glancing 
over agency bulletins to find a good 
volume of new business, with a fair 
amount of new Term, but no con- 
versions whatever. This seems more 
apt to occur where new agencies or 
agents are in a territory. They prob- 
ably are not in close touch with the 
Term policyholders. This should be 
remedied by proper listing and follow 
up systems, 


. “Next year two issues of Term pol- 
icles will reach the expiration of their 
conversion periods: the 1914 Ten Year 
Term policies, convertible within seven 
years, and the 1917 Five Year Term 
policies, convertible within four years. 
Every agency should be preparing for 
a big campaign on both these issues.” 





NO LONGER MILLIONAIRES 
Lawrence C. Woods, of the E. A. 
Woods Agency, Pittsburg, in a talk be- 
fore Buffalo insurance men made the 
Statement that Andrew Carnegie made 
more than a hundred millionaires and 


that about half of them have lost their 
fortunes. 

















Life Assurance Society 
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Insurance 
That 


Insures 





Protection 
That 
Protects 








A Contract For Every Need 





The Equitable 


—oft the— 


United States 


W. A. DAY, President 
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THE EASTERN 
UNDERWRITER 


This newspaper is owned and is pub- 
lished every Friday by The Eastern 
Underwriter Company, a New York cor- 


poration, of fice and place of business 


105 William Street, New York City. 
Clarence Axman, President and Editor; 
W. L. Hadley, Secretary and Business 


The address of the officers is 
Telephone 


Manager. 
the office of this newspaper. 
2497 John. 


Subscription Price $3.00 a year, Single 
copies, 25 cents. 

Entered as second-clas: 
s, 1907, at the Post Office of New 
of Congress of 


matter April 
y rk, 


N. Y., under the act 
March 3, 1879. 
GETTING GERMAN STATISTICS 


In the fire insurance section of this 
paper will be found an illuminative in- 
terview with the manager of the Plu 
vius Department of the Eagle, Star & 
British Dominions, which Company has 
written a large volume of rain insur- 
ance in this country and Great Britain. 
Not the least significant feature of the 
interview is a statement that the Com- 
pany, one of the successful in 
Great Britain, and growing rapidly, is 
rainfall gauges in 


most 


investigating 


now 
a number of countries, including Ger- 
many, With the aim of extending its 


operations. This throws an important 
light on European resumption of trade 


re'ations with Germany now under way. 


DEFEAT OF COX 
The defeat of Cox for 
Presidency has given particular pleas- 
few 


Governor the 


ure to Ohio insurance agents. A 
weeks ago The Eastern Underwriter 
took a poll of severa! hundred insur- 


ascertain 
they vote. The an- 
swers were s0 that it 
decided not to print them; in fact, Cox 
single vote in the 
agents the 


ance agents of that state to 


how intended to 


one-sided was 
did not receive a 
poll. The insurance 
position that the Governor was respon- 
sible for driving them out of the field 
of compensation insurance 

The setback given the Non-Partisan 
League in some sections of the North- 
west widespread satisfaction 
among insurance men when they read 
the returns Wednesday. 


took 


caused 





GOOD ADVICE FROM PRESIDENT 
OF INSURANCE INSTITUTE 
The little talk Frederick 
Richardson, President of the Insurance 
Institute of America, before the Insur- 
ance Society of New York in which he 


made by 


peinted out the need for thorough 
training in the technique of their pro- 
fession in order for American under- 


writers to win the place to which they 
entitled in the world insurance 
mart worth 
tion as Mr. Richardson 
both the siandpoints of the e¢du- 
cator, and en underwriting experi- 
ence which has given him an insight 
into conditions in many countries. 
Underwriting training in this country 


are 
considera- 
talks from 


is well serious 


? «. 
liant, 


has been largely that picked up in 
every day contact with men and busi- 


ness. Those young men who have 
been in offices where the heads are 
able insurance men may consider 
themselves fortunate because many 
young men have not had the benefit 
of such training, their office chiefs 
having, possessed only mediocre talent. 
Few books have been written in fire 
insurance the reading of which will 
make underwriters. And where such 


books have been written they are not 
read by as many of the younger men 
should read them. 
Here is where the Insurance Institute 
of America offers the rudimentary 
training which will go a long way in 
making fire insurance a profession for 
those young want to make 
insurance their The lec- 
turers are of the best; the instructors 
patient; and there is the best of advice 
as to what text books should be read. 

It is gratifving that so many stu- 
dents are taking these courses. In 
Mr. Richardson the Institute has a pres- 
ident who will do much to place scien- 
tific insurance instruction on the peak 
He is bril- 
inter- 


in the offices as 


men who 


profession. 


where it deserves to stand, 
buovant, forceful, human, 
esting. When it comes to writing an 
address there is quite a large group in 
America who Mr. Richardson 
stands in the van in preparing search- 
diagnosis of conditions. 


believe 
ing, intelligent 


J. E. DORAN WITH TOKIO 
J. FE. Doran has been appointed su- 
perintendent of accounts for the United 
States Fire Branch of the Tokio Marine 
& Fire. Mr. Doran has_ heretofore 
filled a similar position with the Na- 
tional Liberty. 


BULLOCK NOW IN NEW YORK 


Wiliam Bullock, who recently has 
been manager of the Boston office of 
the Fidelity & Deposit Company of 


Maryland, will come to the New York 
office on November 7 to take up mat- 
ters of re-insurance and act as a solici- 
tor. He has been connected with the 
company for many years in various 
capacities. 


Edd G. Doerfler, secretary of the 
Globe National Fire, Sioux City, Ia., 
was in New York last week. The G'obe 
National does a re-insurance business 
only 





Benting of the Gilmour-Rothery 
Boston has been enjoying a 
Eatons’ Ranch, ‘Wolf, Wy- 


R. A. 
office at 
vacation at 
oming. 





“Charley” Tobin, former special agent 
of the Commercial Union in New York 
State, is now with the California Insur- 
ance Company traveling California ter- 
ritory. Mr. Tobin resigned from the 
Commercial Union of New York to go 
with the Rochester Automobile Club 
for which he formed insurance compa- 


nies. He went into the war as a com- 
missioned officer and did good work 
with the Motor Transport. 

* x * 


Dr. F. L. Hoffman, third vice-president 
of The Prudential, has an article on 
General Gorgas in the Medical Insur- 
ance & Health Conservation paper of 
the September issue. 

o s 


Morgan G. Bulkeley, president of the 
Aetna Life and Affiliated Companies 
and formerly United States senator, 
acted as honorary grand marshal of a 
monster Republican parade held in 
Hartford on Saturday afternoon. 














THE HUMAN SIDE OF INSURANCE | 











Henry Weisenbeck, of the Rochester agency of the Equitable Life Assurance 
Society, has moved into a newly built home which has been awarded a prize as 
exemplifying the most complete and perfect type of bungalow in the city of 
Rochester. Recently, his agency associates attended a surprise party in his honor 


which turned out to be a happy and successful housewarming. 
Mr. Weisenbeck is the first Equitable man in Central New 


house is shown above. 


A picture of the 


York to qualify for the 1921 Century Club, and is well on his way to membership 


in the Quarter Million Club. 


Edward L. Haskell, newly elected 
president of the New York State In- 
surance Federation, is a member of the 
firm of Hamblin, Munz & Haskell, Inc., 
of Oneida, with branch offices in Rome 
and Utica. Mr. Haskell has been chair- 
man of the Federation’s council com- 
mittee in Madison County, N. Y., and 
is active in the New York State Asso- 
ciation of Insurance Agents. H. E. 
Trevvett, one of the newly elected vice- 
presidents of the Federation, is secre- 
tury-treasurer of the Commercial Trav- 
elers Mutual Accident Association of 
America of Utica, N. Y. Thus the Fed- 


eration officers represent the allied 
lines of insurance as follows: Presi- 
dent, general insurance; First Vice- 
President Mason, casualty; Second 


Vice-President Hegeman, the brokers; 
ond Third Vice-President Trevvett, the 
mutual interests. 

A. C. Hegeman, of New York, was 
elected representative of the Insurance 
Federation of New York State to rep- 
resent the New York Association at the 
Insurance Federation of America. 

os + * 


Thomas J. Freeman, a leading agent 
in Haverstraw, N. Y., was mayor of that 
city for eight years. He is very much 
of a self-made man, having been cap- 
tain of a brick scow when fifteen years 
old. During the recent trip of “Babe” 
Ruth to Haverstraw where the baseball 
slugger made a moving picture he and 
Mr. Freeman became great friends, and 
he has a collection of baseball stories 
which can enliven the next banquet of 
the New York State Association of In- 
surance Agents should Mr. Freeman at- 
tend and talk. 

+ * * 

F. J. Schafer, head of the claims de- 
partment in the Chicago office of the 
General Accident, has forged his way 
to that position by the cobbled route of 
experience. He was born in Chicago, 
and educated in the elementary and 
high schools, there. His first job be- 
ing with George W. Jackson, Inc., build- 
ing contractors. It was eight years 
ago that Mr. Schafer started as an in- 
vestigator with the General Accident. 
A year later he became an assistant to 
a corporation lawyer. In this latter 
capacity he developed his knowledge 
of claim work. As a result of this ex- 
perience, when the offices of the com- 
pany were moved to more commodious 
quarters in the Insurance Exchange 
Building, Mr. Schafer was given full 
charge of the claim department. 





The Marine Office of America and 
the Washington Marine celebrated 
Hal'ow’een in fitting style with parties 

for the officers and employes. 


Albert F. Dean, author of the Dean 
rating schedule, and one of the most 
interesting characters in insurance, is 
the subject of a two paze article in the 
current issue of the “American Insur- 
ance Digest.” He got his early schoo!- 
ing after an eight mile ride each day 
to an Iowa school, later attending col- 
lege at Burlington, la. He quit in his 
junior year to become a member of the 
First Iowa Cavalry in the Civil War. 
He made himself an expert stenogra- 
pher and was assigned to duty as clerk 
of the court martial, the presiding 
Judge Advocate of one court martial, 
being A. J. Harding, later to become 
manager of the Springfield’s Western 
Department. Mr. Harding induced Mr. 
Dean to come to Chicago and _ be 
cashier of his department. The two 
landed in Chicago in 1875 and opened 
the Springfield’s Western Department. 
Because of ilness Mr. Dean went out 
into the field and got valuable experi- 
ence particularly as an adjuster, and 
there laid the foundation for his great 
rating knowledge by personal contact 
with risks. In 1877 the National Board 
quit rate making and rates every- 
where became chaotic. A guiding hand 
Was needed, as well as expert informa- 
tion. Mr. Dean became an expert. He 
knew that what was wanted was a 
standard of measurement, and after 
years of effort he gave to the insur- 
ance world the “Analytic System For 
the Measurement of Relative Fire Haz- 
ard.” Today the Dean schedule is in 
use in twenty-eight states, including 
the six New England states. 

+. = € 


Charles C. Jenks, who has been elect- 
ed a director of the Standard Accident, 
is a man of very high standing in De- 
troit and is a very worthy addition to 
the present board. His other business 
connections are in part as follows: 
President of tne following institutions, 
Security Trust Co., Newland Hat Co., 
U. S. Radiator Corp., and Jenks and 
Muir Co. 

. * * 

C. E. Lovett, President of the Mod- 
ern Samaritans, Duluth, Minn., has a 
longer career than probably any other 
fraternalist in the country. He joined 
the Ancient Order of United Workmen 
in 1873, the year that the original so 
ciety began to expand. 

cs es 


* 
Lyman Candee, of the Globo & Rut- 
gers is back at his desk after a short 


siege of il ness. 
aa +” : 
John Brooks, well-known Chicago in- 
surance man, was here this week. 
6 a . 
W. J. Reed has resigned as-general 
agent of the State Mutua] in Albany. 
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Makes $400,000 On 
Real Estate Deal 


SIDELIGHT ON 56 BEAVER STREET 





*merican Merchant Marine Now Holds 
$1,000,000 of Funds Belonging to 
Foreign Re-insurers 
The American Merchant Marine mde 

profit of more than $400,000 on the 
recent sale of its building at 56 Beaver 
Street. 

Recently President C. P. Stewart has 
been having some correspondence with 
Alfred M. Best, in which he informed 
the latter that “satisfactory arrange- 
ments have been made by it with twelve 
out of seventeen of its foreign re-insur- 
ers by which arrangements the payment 
of balances due from these re-insurers 
is guaranteed by responsible’ banks. 
This plan has been adopted in order to 
prevent unnecessary loss to the re- 
insurers which would be caused by 
making remittances at this time, when 
the rate of exchange is heavily in favor 
of this country. The American Mer- 
chant Marine, Mr. Stewart advises us, 
now holds in its possession abou: $1,- 
000,000 of funds belonging to these for- 
eign re-insurers. Remittances are not 
required by the American Merchant Ma- 
rine for the payment of losses charged 
against the re-insurers, but only to es- 
tablish at the New York Standard the 
reserves for unearned premiums and 
unpaid losses which the re-insurers are 
required by their contracts to maintain 
in the possession of the American Mer- 
chant Marine. In view of the fact that 
remittances for the payment of losses 
will not be required for some time, if at 
all, it is quite as satisfactory to the 
American company to have the accounts 
due from the re-insurers amply secured 
as to have the re-insurers remit now. 

“We are also advised that the fire 
business in force will not be re-insured, 
but will be allowed to run to expira- 
tion. 

“No new development has changed 
our Opinion expressed in our report of 
\veust 16, that this company is fully 
able to meet all claims against it.” 





Cc. M. LOWRIE OPENS OFFICE 

C. M. Lowrie, formerly associated 
with the office of Logue Brothers and 
Co., has opened a new general insur- 
ance office on the seventh floor of the 
Arrott Building, Fourth Avenue and 
Wood Street, Pittsburgh. Associated 
with Mr. Lowrie will be Joseph Winger- 
son, formerly chief engineer of the 
Logue Brothers’ office and Edward A. 
Logue, son of the late Charles M. Logue, 
founder of the Logue office. 

















J.J. Mallon, Chief 
Engineer of Niagara 


WAS MANAGER OF BROKERAGE 








Succeeded By Philip W. Barnes; Ken- 
neth Hatch, of Home Office, Goes 
to Wisconsin 


On November Ist J. J. Mallon, man- 
»@ pr of the Niagara’s brokerage de- 
partment at the Home Office, assumed 
‘he position of chief engineer for that 
Company in control of the inspection 
und engineering department which is 
now being organized for the purpose of 
standardizing by inspection the classes 
not now being treated by the Company’s 
improved risk department. 

The service this new department an- 
ticipates giving Niagara agents will en- 
hance its value as an agency company 
and will fulfill a desire daily expressed 
by its live agents. 

Philip W. Barnes will succeed Mr. 
Mallon as manager of the brokerage de- 
partment at the Home Office. Mr. 
Barnes’ previous experience and ac- 
quaintance particularly fit him for his 
new work. 


Kenneth Hatch has been assigned as 
special agent of the Niagara Fire in 
Wisconsin as assistant to State Agent 
Lloyd S. Wallace with headquarters at 
Milwaukee. 

Mr. Hatch has had his training in the 
Niagara New York office and his pro- 
motion is in recognition of fidelity, in- 
itiative, industry and quality to make a 
popular and successful field man. 





QUEEN’S ENTERPRISE 

The Queen Insurance Company made 
a hit with agents by printing the League 
of Nations Covenant and making it 
available for thousands of representa- 
tives. The covenant was well printed 
and the Queen received many letters of 
thanks. 





Cc. A. LUDLUM, JR., IN FIELD 

Clarence A. Ludlum, Jr., son of the 
vice-president of the Home, who re- 
cently joined the forces of the Great 
American and American Alliance, has 
been appointed special agent for the 
Great American and American Alliance 
in suburban territory, assisting Paul J. 
Clarke. Mr. Ludlum recently attended 
the dinner of the Insurance Society of 
New York where his pleasant person- 
ality made many friends. He was also 
at the Junch this week of the Suburban 
Field Club. 











;  LHE AUTOMOBIL 
INSURANCE COMPANY 


OF HARTFORD, CONN. 
MORGAN G. BULKELEY, President 


CASH CAPITAL 
$2,000,000 
ASSETS 
$11,022,207.23 
LIABILITIES, EXCEPT CAPITAL 
$6,966,656.56 | 
SURPLUS TO POLICYHOLDERS 


$4,055,550.67 


FIRE AND ALLIED LINES 
Fire, Tornado, Rents, Profits, Lightning, Explosion, Commissions, Lease- 
hold, Riot and Civil Commotion, Sprinkler Leakage, Use and Occupancy, 

Automobiles, Aircraft, Fleaters. 

OCEAN AND INLAND MARINE LINES 
Hulls, Cargoes, Merchandise, Specie, Builders’ Risks, War Risks, Regis- 
tered Mail, Transportation, Motor Truck Contents, Salesmen’s Samples, 
Personal Effects Floaters, Parcel Post, Tourists’ Baggage. 
Affiliated with 


AETNA LIFE INSURANCE CO. 
AETNA CASUALTY & SURETY CO. 
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Asurance (0. 


or NEw HAVEN.CONNECTICUT. 


RIOT and CIVIL COMMOTION—EXPLOSION 
SPRINKLER LEAKAGE 


AUTOMOBILE 
FIRE—THEFT—COLLISION—PROPERTY DAMAGE | 
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THE 
MARINE AND FIRE 
INSURANCE COMPANY, Limited 

















UNITED STATES FIRE BRANCH 
J. A. KELSEY, General Agent 


80 MAIDEN LANE, 


NEW YORK 

















LEWIS & GENDAR, INC. 
NEW YORK CITY AGENTS | 
Commonwealth Insurance Co. of New York | 
New Jersey Insurance Co. of Newark | 
ONE LIBERTY STREET, NEW YORK CITY 


Telephones: John 63-64-65 
BROOKLYN AND SUBURBAN AGENCY 

Northern Assce. Co., Ltd., of Eng. Firemen’s Ins. Co. of New Jersey 
Commonwealth Ins. Co. of N. Y. Globe & Rutgers Insurance Co. 

United British Ins. Co., Ltd. of London 

New Jersey Ins. Co. of New Jersey 
Detroit F. & M. Ins, Co. of Mich. 

Employers’ Lia. Assce. Corp. of London 
Special Facilities for Hand!ing Out of Town Business 


145 Montague Street, Brooklyn—New York 
Telephones: Main 6370-6371-6372 
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STOCK 
vs. 


MUTUAL — RECIPROCAL 


























Any one interested in the comparison 
of the relative business getting ability 
of stock insurance companies, mutual 
insurance companies and reciprocal ex- 
changes will find the following informa- 
tion from the annual report of A. W. 
Briscoe, commissioner of insurance of 
the State of Alabama to Governor 
Thomas E. Kilby interesting. 

Commissioner Briscoe shows that in 
1918 the premiums received by stock 
companies transactilg fire insurance 
business in Alabama amounted to $5,- 
378,138.97, while the losses incurred to- 
taled $2,289,304.11. The liability un- 
derwritten amounted to $329,230,855.37. 
There were no mutual companies ad- 
mitted to Alabama in 1918. Reciprocal 
exchunges doing business in the state 
for that year received premiums of 
$156,953.71 while the losses incurred 
were $61,209.61, the liability underwrit- 
ten being $9,001,430.15 

In 1919 stock companies received pre- 
miums of $6,419,807.80 while the losses 
incurred totaled $2,136,574.57. The lia- 
bility underwritten amounted to $410,- 
308,197.66. Mutual companies received 
premiums of $15,148.59, losses incurred 
$12,894, liability underwritten $850,361, 
while reciprocal exchanges had _pre- 
mium income of $137,907.26, with liabil- 
ity underwritten amounting to $11,216,- 
699.93. 

Revenue for Supervision 

The annual report of A. W. Briscoe, 
commissioner of insurance for the 
State of Alabama shows that the in- 
come of the department of that state 
for 1919 totaled $418,791.96 while the 
expenditures for the conduct of the de- 
partment totaled $10,500.08. As indi- 


cated, it was maintained during the 
year 1919 at a total cost of approximate- 
ly 21.2 per cent of its total income. 

The foregoing figures do not include 
those pertaining to the fire marshal’s 
department. The figures for that de- 
partment for 1919 are income, $13,- 
552.92 while the expenditures incident to 
the conduct of the department were 
$4,584.08. These figures pertaining to 
the fir@ marshal’s department cover 
from January 1 to September 30 on 
which date the fire marshal’s office was 
made a separate department. 


‘UTICA SCHOOL INSURANCE 
How Additional Business Is Being AI- 
lotted; Many Agents Get 
Part of Line 





The Utica Board of Education passed 
a resolution to place about $3,000,000 
insurance on school buildings and con- 
tents, an increase from $1,750,000 which 
has been in effect the last three years. 
The insurance was apportioned as fol- 
lows among the agencies: 

Cantwell & Bromley, Kernan & Ker- 
nan, Dolan & Conboy, Post Agency, 
Bagg & Co., Hugh R. Jones, Ferriss & 
Conboy, McLoughlin & Widtman, J. B. 
& J. M. Turnbull, $155,000 each. 

A. W. Post, $80,913.87. 

A. J. Baechle & Sons, B. A. Clark 
& Son, J. H. MeGarrity, Haskell & 
Howarth, Werthman & Kruse, Earl 
Clark, Harriett A. Ackroyd, Wahl & 
Scala, Frederick G. Harter, $80,000 
each, 

Jackson & Spitzll, Sexton & Co., Sisti 
& Sisti, Hayes & McBride, D. H. Ames, 
Bradley & Co., P. W. Si.terly, $60,000 


H. V. D. Horn & Son, Stanley Jones, 
Daley & Co., William H. Cloher, $59,- 
000 each. 

L. Van Baasten, EB. M. Walls, L. Nel- 
bach, Adams & Todd, E. S. Campion, 
Matt & Co., Duffy Real Estate & Insur- 
ance Co., Davis-Vernon Company, C. 
W. Hill, $20,000 each. 
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epRINGFIEL 


INSURANCE COMPANY 


oF SPRINGFIELD. MASSACHUSETTS 


The Tercentenary of the landing of the Pilgrims affords us 
the special opportunity of inviting you to visit New England 
and Massachusetts, the Old Bay State. 

Come and vacation with us during the glorious autumn sea 
son. See Plymouth Rock; visit Boston with its historic envi- 


ronment, the scene of the “Tea Party”; 
vas fired the shot “heard round the world” and 


many other points too numerous to mention. 
Last, but not least, stop off at Springfield, “the city of homes” 

| and the home of the “OLD SPRINGFIELD”, where we may 
| have the pleasure of a personal visit with you. 


Concord and Lexing- 

















TOTAL ASSETS - ~ 
TOTAL LIABILITIES ~ 
NET SURPLUS ~ - 


O. J. PRIOR, President 








INCORPORATED 1868 


” The Standard Fire Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 


1920 


- - $1,448,852.62 
- 847,154.95 
601,697.67 


W. M. CROZER, Secretary 














PRAISE FOR G. W. VAN CLEEF 

Garrett W. Van Cleef conducts an in- 
surance office in Bound Brook, N. J. 
Recently a local paper had a column 
about him under the headline: “Garrett 
W. Van Cleef, Insurance and Real Es- 
tate—With offices in Somerville con- 
ducts the leading real estate and insur- 
ance in Central New Jersey, specializ- 
ing in farm and city property under the 
able direction of a man whose inherent 
ability and extensive operations; have 
advertised Somerset County far and 


INCORPORATE FOR $70,000 

Creede, Mirick & Co., of East Orange, 
N. J., have incorporated for $70,000 capi- 
tal doing an insurance business. The 
incorporators are Everett L. Mirick, 
Mt. Vernon, N. Y.; Gardner Creede, 
East Orange, and Paul L. Sullivan, New 
York. 


wide, he bringing continually the atten- 
tion of the outside world to the advan- 
tages and va'ues of insurance and real 
estate in this part of New Jersey.” 


Le rrr ntl le a le 


COLUMBIA 


Insurance Co., New Jersey 


‘stands today, and every day, with. the 
united service of all its departments, its 
its management, 


reputation, 
to offer the American Agent an unsur- 


passed opportunity for growth. 


FIRE DEPARTMENT 





Head Office, 100 William Street, NEW YORK 
Western Dept., Insurance Exchange, CHICAGO 
Pacific Dept., 222 Sansome St., SAN FRANCISCO 





its resources, 


MARINE AND AUTOMOBILE 





DEPARTMENTS 





27 William Street 
NEW YORK 
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Issue 2,000 Rain 
Policies to Date 


NEW INSURANCE TAKES HOLD 





Manager Gambles, of Pluvius Depart- 
ment of Eagle, Star & British 
Dominions Discusses Indemnity 

Rain insurance is a go in America. 
The Eagle, Star & British Dominions 
wrote its first rain insurance policy in 
this country last April, and since that 
time has written more than 2,000 poli- 
cies in all parts of the United States. 
Every kind of risk has been covered 
from a baseball game to a soft drink 
stand, the latter located at an open air 
exhibition in the Bronx, and the pro- 
prietor covering his expenses in fitting 
up his stand and transporting his stock. 
Dozens of country fairs, football games, 
parades of various kinds, special sales 
days of departmental] stores, real estate 
auctions, amusement concessions at 
Coney Island and elsewhere; other out- 
door events have been covered. The 
idea of this insurance took immediately 
with agents and brokers and has proven 
popular. It has also hit the public 
favorably and newspapers have made 
much of it when they have heard of 
some local rain insurance transaction. 
ThelU. S. rain insurance writings of the 
jagle, Star & British Dominions to date 
are more than $2,000,000. The policies 
range in size from $100 to $100,000. 
Rates, of course, vary, being based on 
the probabilities of rainfall during the 
insured period, considered in conjunc- 
tion with circumstances governing the 
risk. 

There is no such thing in America 
or England either of a standard form, 
nearly every policy being designed to 
fit in with the requirements of each indi- 
vidual risk. When an agent submits a 
proposition to the company the latter 
explains to him the exact nature of the 
information required which is some- 
times very extensive. The company 
then is in a position to submit a 
specially worded policy with the rate 
quotation. 

The rain department of the Eagle, 
Star & British Dominions in this coun- 
try (called the Pluvius Department) 
has been established by Robert Gam- 
bles, who will remain here until about 
the first of the year. Mr. Gambles is 
an unusually able young underwriter 
who spent eighteen years with Lloyds 
before going with the Eagle, Star & 
British Dominions. The word “pluvius” 
is, of course, derived from Jupiter 
Pluvius, the rain god. 

After the Eagle, Star & British Do- 
minions decided to use the name Plu- 
vius, the Company sought to copyright 
it, but this could not be done. The rain 
insurance idea, however, has become so 
popular that the name Pluvius is now 
regarded in England, at least, as a 
standard word. 

In discussing rain 
Gambles said: 

“When we decided to establish a Plu- 
lus Department in America we found 
that we would have to get monthly pub- 
lications of rainfall data for a period 
of at least eleven years. Some of them 
being out of print we had to borrow 
copies from libraries and clubs to com- 
plete our set. But after we got the 
data we were able to examine the daily 
rainfall for some thousands of towns 
over this period of more than a decade. 
This involved a tremendous lot of work, 
requiring the services of a special staff 
for a period of six months, and even 
now the work is not completed. 

“ “Ste 
“Some of our large rain insurance 
risks in England are, of course, the 
first class county cricket clubs. As a 


insurance Mr. 


Tule, they are just in a position to meet 
expenses and very seldom are able to 
carry forward a profit for the next 
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FLOOD INSURANCE-- 


Another “Home Creation” 





It has always been the policy of 
the Home of New York to keep pace 
in insurance development with the 
progress of America. When needs 
arose for new classes of insurance 
cover, the Home has ever been “on 
the job” and ready to provide the 
protection needed. 


Flood Insurance, our most recent 
offering to the insuring public, is 
just one more evidence of Home 
leadership. 


THE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 





Aircraft, Automobile (Complete Cover in Combination Policy) 
Crop Investment, Earthquake, Explosion, Fire and Lightning, 
Flood, Hail, Marine (Inland and Ocean), Parcel Post, Profits 
and Commissions, Registered Mail, Rents, Rental Values, Riot 
and Civil Commotion, Sprinkler Leakage, Tourists’ Baggage, 
Use and Occupancy, Windstorm. 





STRENGTH REPUTATION SERVICE 


























season. A wet year means starting with 
a deficit; so they welcomed this form 
of insurance. These matches last three 
days, and it is no uncommon thing for 
100,000 people to pass through the turn- 
stiles at a cost of about twenty-five 
cents a head. Thus, a match may draw 
as much as £5,000. 

“It is customary to give a benefit 
match once a year to a popular player 
on a cricket team. This time only ar- 
rives after many years play for the 
club, generally shortly before the player 
has reached the age of retirement. 
This really means that the player will 
be presented with about £1,000. How- 
ever, if the weather is wet and the 
match poorly attended this sum may be 
reduced to two or three hundred pounds. 
It so happened in the case of five of 
these popular players who were given 
benefits this year that the gate receipts 
only reached about 10 per cent of what 
was expected. Four of these men, how- 
ever, had taken the precaution to in- 
sure against wet weather, and thus 
avoided what would have been quite a 
disaster to them. 

“Our Holidaymakers’ policies are con- 
tracts by which the policyholder can ob- 
tain compensation by payment of the 
amount of insurance per week for each 
week in which a certain measurement 
of rain is recorded in the official rain- 
gauge of the place where the holiday is 
being taken. On account of the abnor- 
mally wet weather experienced in Eng- 
Jand this year this form of policy has 
proved a most valuable investment. For 
example, a man and his wife who are 
about to take a holiday on the South 
Coast for one week paid a premium of 
£3 each. It rained five days out of the 
seven and at the end of the week they 
each received a check for £48. One of 
the attractive features of this form of 
policy is that the claim is assessed by 
the amount of rain measured in the 
raingauge. No further proof of loss is 
necessary, and claims are invariably 
settled within four days of expiry of the 
policy. Several thousands of these pol- 
icies were issued during this Summer, 
and even though they have not been 
profitable to the company they have 
certainly taken the sting out of a dis- 
appointing holiday by providing for the 
cost of the same which is nowadays 
considerable; and have further popular- 
ized the idea of insurance, 

“Here is another instance of the op- 
eration of rain insurance: A policy was 
issued to a large and important agri- 
cultural society covering depreciation 
in gate receipts on its four days annual 
fair. The weather was so wet on three 
of the four days that it was practically 
impossible for people to get there. The 
society did all it could to improve the 
condition of the ground. It put down 
150 tons of cinders and more than a 
mile of duckboards. A _ special train 
service had been arranged to take visi- 
tors to the showgrounds, but by the 
third day these cars had to discharge 
their passengers some distance from 
the grounds because the roadway was 
flooded. These conditions would have 
caused a very serious financial loss to 
the society had it not taken the precau- 
tion to insure and in due course the 
society collected a claim of $25,000, 

Cinema Work 

“One of the great difficulties attend- 
ing film production in England is the 
uncertain climate, and where large 
scenes have to be staged involving the 
employment of crowds it is no uncom- 
mon thing for these people to be wait- 
ing about all day for sunshine while 
the management sits about praying for 
the rain to stop. Weather insurance is 
proving a boon to these people. In one 
case I have in mind preparations had 
been made to film a procession in con- 
nection with an historical play, the 
preparations involving the laying of a 
villagle cobble street 150 feet long; the 
erection of old-fashioned wooden shops 
with overhanging wooden apartments 
above. When all was ready they called 
3,000 men and women, 1,000 horses, 
mounted bands and the like, but the 
weather was so bad they could do no 
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work at all. In order to get these peo- 
ple together again they had to delay 
their work for a week or two. In the 
meantime, they took the precaution to 
insure, and when the day arrived the 
weather held them up until about 4 
o’clock in the afternoon. They made 
another attempt two days later, and, in 
the bright interval succeeded in com- 
pleting some more work, but it actually 
took, five days to do a day’s work. 
“Weather insurance is still in its in- 
fancy, and one cannot foretell upon 
what lines it will develop. For example, 
the municipal authorities of many sea- 
side resorts are insuring their season's 
income derived from bandstands and 
promenade seats, bathing machines, 
etc.; farmers are insuring against rain 
damage to crops during harvesting; 
builders against loss of wages paid on 
external building operations when work 
is held up owing to weather conditions, 
and also for penalties incurred by un- 


fulfilled contract work within the pre- 
scribed time; aviators against loss of 
income incurred through interruption of 
passenger flights because of weather 
conditions; and so many inquiries have 
been received for relief from damage 
occasioned by frost that the company is 
making a careful examination into 
records of early and late killing frosts 
with a-«view to arriving at adequate 
rates of premium and policy conditions 
in order that that indemnity may be 
offered. 

“In discussing future development it 
may be interesting to know that it is 
the intention of the Eagle, Star & 
British Dominions to offer rain insur- 
ance protection to any country which 
may be.in need of it; and with this in 
view the company is already examining 
the rainfall data of Holland, Denmark, 
Germany and South Africa. It already 
has complete records and rates for Eng- 
land, France and Belgium.” 


Koeckert Assistant Manager Commercial Union; 
Porter Chicago Manager After January 1 


Changes involving two of the most 
famous underwriters of America were 
the Commercial Union 
and Companies this week. 


Clarence KE. Porter, who has been pres- 


announced by 
Associated 


ident in his time of three insurance 
companies, becomes manager of the 
Chicago department, succeeding Col- 


onel H. E. 
ert has 


Xddy, and Fred W. Koeck- 
Assistant United 
States Manager to succeed Mr. Porter. 
The Commercial Union and Associated 
Companies top all other groups here or 
abroad in the amount of fire insurance 
the vigorous direction 
of Whitney Palache, the new manager, 
this group is bound to make insurance 
history. 

After making a splendid reputation 
in the West, Mr. Koeckert came to New 
York November 1, 1917, to take up 
work as vice-president of the American 
Eagle, Continental and Fidelity-Phenix, 
succeeding George E, Kline. Few in- 
surance men made so many friends in 
this city in so short a time. He is re- 


been made 


assets. Under 


garded as one of the most accom- 
plished of ‘the younger underwriters. 


His resignation from the Evans group 
some months ago caused a sensation 
ou the Street and since that time there 
have been many rumors regarding his 
new connection. It is known that a 
number of insurance companies and 
brokerage offices were negotiating with 
him and the Commercial Union is to 
be congratulated upon securing him. 

Mr. Koeckert began his insurance 
career with the old German Fire of 
Indianapolis, later engaging with the 
Phenix in the Indiana field. Later he 
became executive special agent of the 
Western Department of the Phenix, 
subsequently becoming assistant man- 
ager with the title of secretary. He 
succeeded Charles R. Tuttle as West- 
ern manager of the Continenta!. 

When it comes to sheer underwrit- 
ing ability, knowledge of insurance con- 
ditions and all around abilities as a 
fire insurance man, Clarence E. Porter 
has been recognized as a master for 
years. His work with the Commercial 
Union and Associated Companies has 
long stamped him as one of the best 
mem in the business. 

A Philadelphia man, Mr. Porter be- 
gan as a clerk in a local agency, from 
where he went’to the Spring Garden. 
That company recognized his talents 
and rapidly promoted him from one 
position to another until finally in 1903 
he was made president. Two years 
later he was e'ected president of the 
old American Fire. Upon the amalga- 
mation of the Spring Garden and the 
Insurance Company of the State of 
Pennsylvania under the latter title, he 
was elected president of that company, 
resigning in August 1913 to become as- 
sistant manager of the Commercial Un- 


ion. He was also elected vice-president 
of the Commercial Union of New York. 

In discussing Messrs. Porter and 
Koeckert, Manager Palache said: 

“Mr. Porter is admirably qualified to 
fulfill the very exacting requirements 
of the task. He has filled his present 
position with such success that we sha’] 
endeavor, without interfering with his 
new duties, to keep him closely in 
touch with the New York office and re- 
tain the benefit of his advice and coun- 
sel in matters which have so long prof- 
ited by his active and intelligent ef- 
forts. 

“It is with great satisfaction that 
we announce to you the appointment 
ot F. W. Koeckert as Assistant United 
States Manager to succeed Mr. Por- 
ter. Mr. Koeckert is widely known as 
a man of constructive force and real 
achievement. His varied experience in 
all branches of our business, extending 
as it has to all sections of the country, 
qualify him in a very unusual manner 
for the task he undertakes. We fee! 
that in securing his services we shall 
be greatly helped in accomp ishing 
what it is our clear opportunity to ac- 
complish, and in widening our vision 
to see new opportunities for growth 
and development. It will be his earnest 
endeavor to become closely identified 
with the work in all sections of the 
country, and to assist in rendering a 
service in behalf of the Company that 
shall be efficient and alert. The best 
guarantee of his ability to extend this 
service to you is his record of achieve- 
ment in the past.” 


COAL BURNED DURING VOYAGE 
A Number of Insurance Companies Sued 
in Supreme Court of New 
York This Week 

An interesting action was filed in the 
Supreme Court this week by Ernest E. 
Noble vs. Security of New Haven, City 
of New York, Automobile, Providence- 
Washington, Second Russian and Amer- 
ican Equitable as a result of marine in- 
surance on coal valued at $43,000, 
shipped on a bark from Baltimore to 
Newport News to Rio de Janeiro. The 
coal was lost by heating and fire after 
the beginning of the voyage. 





“STRONG AS THE STRONGEST”’ 


The Northern Assurance Go, 


(LTD., OF LONDON) 
Organized 1836 
Entered United States 1876 


Losses Paid - - - $109,000,000 
Losses Paid in U. S. $40,000,000 
Eastern and Southern Departn:ents 


55 JOHN STREET 
NEW YORK CITY 

















STRENGTH INTEGRITY SERVICE} 









J. H. VREELAND 


Assistant Mar.ager JAMES H. BREWSTER, Mer 


Hartford, Conn. 

. A BROAD UNDERWRITING SERVICE TO AGENTS 

Writes Fire, Automobile, Rent, Sprinkler Leakage, Tornado, Use and Occupancy, Explosion, etc 
Works in Harmony with American Agency Principles and Practices 




















AND CUBA 


| E. F. FLINDELL 
| INSURANCE 


1 LIBERTY STREET Telephone John 2612 


LOCAL OFFICES 


BROOKLYN, N.Y. 
153 Remsen St. 
Tel. 2504 Main 


LINES SOLICITED AND BOUND THROUGHOUT UNITED STATES 
} 





NEW YORK 





NEWARK, N. J. 
9-15 Clinton St. 
Tel. 614 Mulberry 


JERSEY CITY, N. J. 
| Montgomery St. 
Tel. 216 Montgomery 

















HERBERT BUXTON 
92 WILLIAM ST., N. Y. CITY 
JOHN 3484 


Issues the Most Attractive Automobile Policyin a Non-Conference 
Company 

















Binders Effected on Risks Anywhere in the U. S. & Canada 


Phone John 4613 


BERNHARD JNSURANCE AGENCY 
43 Cedar St., 40 Clinton St., 
New York City Newark, N. J. 


Agricultural Ins. Co. of Watertown Nationale of Paris Fireman’s Fund 
Atlas Assurance Co. Rhode Island Insurance Co. Home Fire & Marine 




























Just say: 
“Insurance 
Man”— 


the open sesame 
to every courtesy 
within our power. 








Room with de- 
tached bath $1.50 
= ‘ and $2.00 
bee al Private bath $2.50 
and $3.00 


DKEVOORT Hotel 
Insurance Headquarters 
MADISON ST.—East of LaSalle 


CHICAGO 
LAURENCE R. ADAMS, Sec’y & Mgr. 





THE LEADING FIRE COMPANY 
OF THE WORLD 














CRUM & FORSTER 


GENERAL AGENTS 


95 WILLIAM STREET NEW YORK CITY 


United States Fire Ins. Co., N. Y. 
Richmond Ins. Co., N. Y. 
Potomac Ins. Co., Washington, D. C. 


The North River Ins. Co., N. Y. 
United States Underwriters’ Policy, N. Y. 
Union Fire Ins. Co., Buffalo, N. Y. 


W. W. ALVERSON, Mgr. Pacific Coast Depi. 
San Francisco, California 


F. M. GUND, Mgr. Western Dept. 
Freeport, Illinois 
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om TC Twili 
= NOT LONG AGO a man was asked 
: what he liked about the LIVERPOOL 
= & LONDON & GLOBE INSUR- 
ANCE COMPANY. 


“My father and grandfather,” he an- 
swered, “admired the service and re- 
spected the loss-paying record of your 
Company.” 


HAA 


The service and loss-paying record mean 
a lot toan insurance company, and now 
= the same tribute will be applicable to 
j the “STAR INSURANCE COM- 
: PANY OF AMERICA.” 


The Company with the ‘“‘L. & L. & G."’ Service 


at 


“ Insurance Co. 
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| Use & Occupancy Policy | 








It will assist in a proper understand- 
ing of Use and Occupancy insurance to 
study the following details of an actual 
settlement of a loss. In this case the 
assured’s factory was burned down, the 


outbreak occurring in the basement. 
As the fire occurred in the morning, 
during working hours, the books and 


records were in use and these were all 
destroyed. Another building with some 
machinery was in which to 
carry on operations, but owing to de- 
fects in this machinery over two 
months elapsed before production com- 
menced and then it was some time be- 
fore it reached normal figures. Details 
of the final settlement arranged with 
the assured were as follows, says “Can- 


secured 


” 


adian Insurance. 
The policy, which was a Use and Oc- 
cupancy form insured net profits and 
fixed charges. 
Basis Statement 
Net Profit for previous year. . $14,889.85 


Rent and Taxes for previous 
10,609.46 


PE case waenae PE pert 
Fixed Salaries for previous 

SE ced p26 REM RE eee 6a wie 42,440.00 
Stable Expenses for previous 

OO — eS rer re 5,932.72 
errr eee errr 2,794.16 


$76,766.19 
Average Daily Profit and Main- 
tenance for year of 300 days $255.89 
Insured per Schedule, per day 200.00 
Production for previous year.720,329.31 
Daily Average Production (300 
days to year) 
Summary of Loss 
days silent without 
production, at $200 per 
tc 5c ed teainwrae ees 
(2) Partial production for 120 
days, on basis of daily 
production for previous 
year, say...... -2,501.09 
Average pro- 
duced per day 
for 120 days.. 1,731.73 
$669.36 
This daily shortage of $669.36 
is equal to 27.88 per 
cent of normal average 
daily product of $2,- 
401.09, and for 120 days 
at $200 per day shows 
DE Oia taneous 


2,401.09 


(1) 50 


$10,000.00 


6,691.20 


$16,691.20 


UNIFORM FORMS MORE POPULAR 








The untiring efforts to bring about 
the general usage: of uniform forms 


in the fire insurance business is show- 
ing favorable results. Up and down 
the street brokerage offices have been 
abandoning their own forme for those 
of a uniform character. They ‘earn 
that the practice works to their ad- 
vantage and to the good of the busi- 
ness and assureds as a whole. It will 
grow. 


WESTERN 


ASSURANCE CO. 
OF TORONTO, CANADA 


Fire, Automobile, Explosion—Riots, Civil 
Commotions and Strikes—Marine 
and Tornado Insurance 
UNITED STATES BRANCH 
January 1, 1920 


eee ee ee eee ee eee eee eer eee 





Assets 
Surplus in United States...... 
Total losses paid in United 
States from 1874 to 1919 
ree Pprere $46,673,033.35 


W. B. MEIKLE, President 


UNITS OF STATE ASSOCIATION 





Thirty-Six Boards and Agents Clubs in 
This State Affiliated with Local 
Agents’ Organization 





The following local and county insur- 
ance agents boards and clubs are now 
active’y operating in New York State 
as units of the New York State Asso- 
ciation Df Insurance Agents: 

Albany Board of Fire Underwriters 

Amsterdam Underwriters 

Batavia Insurance Agents Club 

Buffalo Board of Fire Underwriters 

Cortland Board of Fire Underwriters 

Cattaragus County Board of Fire Un- 
derwriters 

Northern Chautauqua Board of Fire 
Underwriters 

Chemung County Board of Fire Un- 
derwriters 

Chenango County Board of Fire Un- 
derwriters 

Clinton County Board of Fire Under- 
writers 

Dutchess County Board of Fire Un- 
derwriters 

Fulton County Board of Fire Under- 
writers 

Hornell 

Jamestown 

Jefferson 
Association 

Kingston Board of Fire Underwriters 

Lockport Board of Fire Underwriters 

Newburgh Board of Fire Underwrit- 
ers. 

Niagara Falls Local 
Underwriters 

Ogdensburg 
writers 

Olean Board of Fire Underwriters 

Oswezo Board of Fire Underwriters 

Orange County Board of Fire Under- 
writers 

O'sego County Board of Fire Under- 
writers 

Rochester 
writers 

St. Lawrence County Board of Fire 
Underwriters 


fjoard of Fire Underwriters 
Insurance Agents Club 
County Insurance Agents 


Board of Fire 


Board of Fire Under- 


Board of Fire Under- 


Saratoga County Board of Under- 
writers 
Schoharie County Board of Under- 


writers 

Suffolk County Board of Fire Under- 
writers 

Syracuse Insurance Agents’ Club 

Tompkins County Board of Fire Un- 
derwriters 

Troy Board of Fire Underwriters 

Utica Insurance Agents Club 

Watertown Board of Fire Under- 
writers 

Wyoming County Board of Fire Un- 
derwriters 

Yates County Board of Fire Under- 
writers 





PREVENTION RULES DISCUSSED 

The Fredonia, New York, board of 
trustees held a special meeting recently 
for the purpose of considering the pro- 
posed new fire prevention ordinances 
recommended by the Underwriters’ As- 
sociation of New York State and the 
Chamber of Commerce, in order to put 
Fredonia under the Class “A” insurance 
rates. The proposed ordinances are 
rather drastic in some particulars, and 
it is a question in the minds of the trus- 
tees whether the reduction in rates will 
justify the inconvenience and restric- 
tions their enforcement will mean. 








DEVELOPMENT | 


“Every agent should make it a point to be so familiar with the 
nature of the goods he has for sale that every one of the customary 
insurance problems that come to his clients may be answered intel- 
ligently and satisfactorily.” -From the address of l 
Cecil F. Shallcross at the 





TODAY, 25th Anniversary Con- 
For example: vention of the National 
od gg BF cae Association of Insurance 
with Agents, Des Moines, 
RENT, Iowa, Oct. 20th, 1920. | 
RENTAL VALUE, ) ; 
LEASEHOLD f More timely now than ever before. 
INSURANCE? 

















We are ready. 
Are You ready? 


It is our business 
to help your business. 
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Insurance Company 
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National Fire Insurance Company 


OF HARTFORD, CONN. 
Statement January 1, 1920, to New York Insurance Department 






LIABILITIES 
ed Bie A GOIN, oo 0:0:0:65:000:5:6.00:00:0.0040000040000n 060000 $2,000,000.00 
Funds reserved to meet all Liabilities, Re-insurance Reserve, 
Legal StanGard......cccccccscscccccccce +  13440,443.33 
Unsettled Losses and Other Claims - 2,725,942.04 
Net Surplus over Capital and Liabilities. ...............eee00% 6,057,578.23 


Total Assets January 1, 1920................$24,723,963.60 
H. A. Smith, President F. D. Layton, Vice-President C. B. Roulet, Ass’t Secretary 
G. H. Tryon, Vice-President 5S. T. Maxwell, Secretary F. B. Seymour, Treasurer 


SURPLUS TO POLICYHOLDERS...........$8,557,578.23 
OF YORK, ENGLAND 


THE YORKSHIRE © vor, sxe 


FIRE, LIGHTNING, SPRINKLER LEAKAGE, AUTOMOBILE, RIOT 
AND EXPLOSION INSURANCE 


U. S. BRANCH, 8 Maiden Lane, New York. 
ERNEST B. BOYD, Underwriting Mer. 

















INSURANCE CO., LTD. 





FRANA & DUBOIS, United States Managers. 
FRANK B. MARTIN, Asst. Manager. HARRY F. WANVIG, Branch Secretary. 
Assets, $2,144,572. Surplus, $1,023,469.75 
DEPARTMENT MANAGERS: 
METROPOLITAN _........eeeee00eWillard S. Brown & Co, ....... New York, N. Y. 
PACIFIC COAST ....ccccece eccoceMcClure Kelly ...ccccccccccce «es-San Francisco, Cal. 
CAROLINA-VIRGINIA ......++- Serre FT TER ceseccccceses evens Greensboro, 
SOUTHEASTERN _........... cooeeDargan & Turner ....cccccccsce +--Atlanta, Ga. 
LA. & MISSISSIPPI ..... psenewi James B. Ross ...... eeeceeee er New Orleans, La. 
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Breach of Contract Warranties 





Its Relation to Automobile Insurance 











By B. W. GRIFFITHS, Chubb & Son 




















It seems that the average insurance 
broker is not aware of the decided im- 
portance to answer policy warranties 
not only correctly but exactly and min- 
utely. This fact is more pronounced 
with those unfamiliar with the detailed 
questions involved and who, conse- 
quently, cannot guard the assured so 
that the carrying company will not and 
cannot deny liability where the loss 
occurs. 

The country agent who has seldom, if 
ever, visited the city offices to learn 
how the business should be properly 
conducted, the inexperienced city brok- 
er and the disinterested so‘icitor, are 
causes for some of the sad mistakes 
whereby an assured, all too late to recti- 
fy a misrepresentation in the contract, 
will find himself confronted with a total 
loss without any compensation. 


The Country Agent 


Let us first take for example the 
country agent. He is honest, a business 
getter and with assistance of fortune, 
has given his Company a fair margin 
of profit. The opportunity is present- 
ed to write a policy on an automobile 
against the perils of fire, theft and 
transportation together with the prop- 
erty damage. In an effort to present a 
minimum cost so as tov secure the busi- 
ness, he writes the policy with the non- 
valued fire, theft and transportation 
form and allows 20 per cent reduction 
in the Property Damage premium for 
Private Pleasure Restriction and Own- 
er Driven Clause. It so happens that 
the assured has purchased this car at 
a time when cars have a good market 
value and being in the contracting 
business, the owner a'lows his son on 
rare occasions to transport various ma- 
terials to the locations of building. 

The unfortunate youth has an acci- 
dent several months after the contract 
is in effect, so that a valuable statute, 
say $1,000, is demolished. About the 
same time the car burns in the garage. 
Does the company settle? No. In the 
first instance, there is a breach of war- 


ranty. The car’s operations are not 
limited to private pleasure purposes 


or to the named assured. This failure 
of the assured to read his policy (how 
many in a hundred do read them) and 
the over-zealous agent to secure a few 
dollars’ commission, has cost this con- 
tractor $1,000. The other point to be 
brought out is not so much a breach 
of warranty but the carelessness in 
cheap insurance. When the investiga- 
tion disclosed that the car was not used 
as answer to warranty number four 
gave it, “private uses, excluding busi- 
ness calls and commercial delivery,” 
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Statement, January 1, 1920 
Cash Capital .......$ 1,000,000.00 


Assets ........-.++~ 10,748,246.37 
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this advantage of the non-valued cov- 
erage was taken to reduce the amount 
to about one half of the car’s cost be- 
cause of depreciation and decrease in 
market value. 


Two False Statements 


Here were two false statements. 
The company did not have to pay a 
cent if it did not care to do so and 
compromised with the payment settled 
upon. If the contract has been valued 
with the slight additional rate of 25 
cents per $100 insurance and a couple 
dollars more in premium for the car in 
mind, the contractor might have 
claimed reimbursement on the fact that 
warranty number five had no material 
effect on the fire and theft, it having a 
bearing only on the rates and accept- 
ance of the property damage coverage. 

It may not seem plausible to some of 
the city business men that such an in- 
stance could take place, but it has been 
done, and time again. The inexperi- 
enced city broker has his fau'ts also. 


Commercial Car Fleets 


A good line of insurance can be 
found in a fleet of commercial cars con- 
sisting of trucks and a few passenger 
type cars, used by a large industrial 
concern. When haviny a special rate 
promulgated, a certain passenger type 
car is included and later given in the 
schedule of the policy. An endorsement 
is attached to the effect that all pas- 
senger type cars are used for business 
purposes and “are labeled in accordance 
with requirements.” This does not 
seem to mean much, only a few words 
to the inexperienced broker. <A loss 
occurs and as fate will have it, the un- 
labeled car is destroyed. The company 
investigates, learns the facts and re- 
pudiates the claim, 

There are three sufferers. The as- 
sured loses a couple thousand dollars, 
the broker loses this insurance and 
possible future connections, the carry- 
ing Company loses the policy and is 
looked upon with ill feeling. A large 
industrial concern is a va'uable asset 
to a broker or insurance company, as 
you know. The above could have been 
avoided if Mr. Broker had had the ex- 
perience he now has, although it is not 
necessary to encounter a loss to be- 
come experienced. 

Even a solicitor with a keen knowl- 
edge and understanding of policy con- 
ditions can prove a troublesome factor 
if he possesses the inefficiency to be 
disinterested. Just picture in your 
mind some likely aspirant for the presi- 
dential position of a Bolsheviki Mutual, 
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much 
deal through in 


who is too disinterested to do 

other than put some 

any manner at all. 
Evils of Misrepresentation 

The appicant in giving particulars 
to the placer of the insurance does not 
lay particular stress upon the state- 
ments concerning the car’s purchase 
and description. The solicitor haphaz- 
ardly takes down facts which on the 
face of them show inaccuracy. Only 
a partial loss occurs, but no payment 
is made by the Company on account 
of the misrepresentation. An entirely 
different automobile is given in the 
policy and due to the fact that the as- 
sured had other similar cars in his 
ownership, the insurance company 
could not be held responsible on the 
grounds that the assured had intended 
coverage on this one particular auto- 
mobile. 

These are not mere possibilities but 
are actual facts. Any adjuster of loss- 
es will tell you so. Have you not in 
your career, seen men who can qualify 
very nicely for one of these described 
examples? The assured has been the 
loser in each case just noted, but how 
many times has the Company suffered 
as well? Only three or four examples 
have been given from a hundred. Only 
three reasons have been made out of 
a dozen. 

A policy, bear in mind, is a contract 
between assured and insurer, in which 
it is agreed to indemnify the assured 
under certain conditions and with var- 
ious stipulations. Warranties are nec- 
essary, and premiums and acceptance 
of risks are based upon them. Watch 
them carefully; they are more import- 
ant than any other feature of a policy. 


CROFTS GOES WITH BLOCK 
Sidney E. Crofts has resigned from 
the engineering department of Fred S. 
James & Company to become associated 
with the Samuel Block & Company, 
Brooklyn. 











As Seen From South 


By F. C. Calkins 














The sentiment appears to be taking 


a firm hod with automobile writing 
companies, that minor losses should 
be excluded from a theft cover. We 


rather endorse this idea, for the rea- 
son that the insuring company is ab- 
solutely at the mercy of an unscrupu- 
lous car owner, For example, we have 
recently had a considerable number of 
claims for the theft of motor meters 
and snubbers, and had to accept the 
assured’s word in good faith and make 
up a proof of loss for $8 or $10 or $15. 
Of course, the other side of the ques- 
tion is the claim of the owner that if 
he loses a $10 motor meter or $15 set 
of snubbers, he should be reimbursed. 
And this, on the face of it, appears 
well enough. However, our opinion is 
that there would be fewer thefts if we 
had incorporated a $10 deductible 
clause in our theft policies. The av- 
erage car owner is absolutely unaware 
of the conditions of his automobile pol- 
icy, and feels that he can lean heavily 
upon it, no matter what happens and 
irrespective of his being a party to the 
contract and having certain obligations 
thereunder. 

Franklin A. Staats, one of the most 
able of the younger specials in the New 
Jersey and suburban field, has been ap- 
pointed special agent of the Fidelity- 
Phenix in New Jersey. He has been 
with the Norwich Union, 





A branch office in Brooklyn, of the 
Sun Insurance office has been opened 
at 174 Montague Street. William E. 
King and Company, are the agents op- 
erating the office. 








Brooklyn Branch 
151-153 Montague St. 


American Equitable Assurance Co., of New York 
Knickerbocker Insurance Co., of New York 


General Agents for Metropolitan District 
Millers National Insurance Co., Chicago, III. 
Importers & Exporters Insurance Co., of New York 
Colonial Assurance Co., of New York 
Merchants Underwriters, of New York 
Millers Mutual Fire Insurance Association of Alton, Ill. 


‘CENTRAL FIRE OFFICE, Inc., 
FIRE---STRIKE---CIVIL COMMOTION---RIOT---SPRINKLER LEAKAGE--AUTOMOBILE 


Risks accepted throughout UNITED STATES—CANADA—PORTO RICO—CUBA 


General Agents for Above Territory 
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Manufacturers Insurance Co., of America 
Great Lakes Insurance Co., Chicago 


Brooklyn and Long Island City Agents 
London & Scottish Assurance Co., London, Eng. 
Underwriters at American Lloyds 


Head Office Chi — 
ae Fg 80 Maiden Lane Insurense Machenge 
Newark, New Jersey New York City Bldg. 
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Business Slump 
Reported in West 


DIFFICULTY WITH COLLECTIONS 
General Shortage of Funds; Detroit and 
Akron, O., Two Cities With Much 
Unemployment 
Chicago, Nov. 2—-The financ’al strin 
goncy and the slump in certain lines 
on business in recent months are hav 
ing their effect on all lines of insur- 
midde west, especially in 
In Ohio, fo: 


example, special agents, who have be 


ance in the 
the matter of collections. 


gun the task of cleaning up their agen 
cy balances for the year-end, are ex 
periencing more than the ordinar 
amount of difficulty in getting settle 
ments with their agents 

This is especially true in the indus 
trial cities in the northern section of 
that state, where the shut-down of tire 
and rubber plants -has created a serious 
situation for the local agent, along with 
all other classes of business. One ag 
ent in one of thosé cities says he has 
more premiums due from customers 
and more difficulty in co'lecting them 
than he had during the panic of 1907. 
Detroit is losing manv families because 
of unemployment. The recent cut in 
Packard prices is significant in view 
ot the attitude at first taken by the 
Packard Company when other manufac- 
turers cut the price of their cars. 

All classes from the laborer to the 
manufacturer are short of funds. The 
agent finds himself unable to co}lect 
from them, and he in turn is making 
the company wait for its money. In 
some cases the agent is further em 
barrassed by large cancellations from 
both manufacturers and merchants 
whose stocks are being reduced. This 
condition is by no means general, how- 
ever, and there are comparatively few 
cities where the volume of cancel'a- 
tions has been sufficiently large to make 
it an especially serious problem for the 
local agent. 

Western life insurance companies re- 
port that there is no pronounced slump 
in business, although the applications 
are not coming in at the same rate that 
they did earlier in the year. Health 
and accident companies are noticing 
the effect on their writings of general 
business conditions, and _ especially 
those writing monthly premium busi- 
ness. They are having most of their 
troub’e in the industrial centers, where 
collections are decidedly difficult, not 
only in the industrial department, but 
in the commercial department as well, 
as all classes in those cities are of 
course affected by conditions in the in- 
dustrial plants. 

There is a_ disposition, however, 
among officials of western companies 
and western departments to believe 
that the turn in the tide had come 
even before the election, which had 
quite generally been fixed as the date 
when the situation wou'd begin to im- 
prove, because of the removal of the 
unsettling conditions existing during 
the presidential campaign. Business 
houses reported that conditions in a 
general way were better in October 
than in September. There were fewer 
cancellations of orders and more 
prompt payment of bills. The section 
where the least improvement was 
shown was the south, where cotton and 
t6bacco have both been especially un- 
settled. Sales of automobiles, which 
are regarded as an index to the feeling 
of the general public, are again in- 
creasing. 

Underwriters are still watching for 
a possib!e development of the moral 
hazard in connection with the declining 
values of merchants’ stocks, but even 
on that point most of them are inclined 
to be optimistic. 





H. C. Rolley sold a ha'f interest of 
his insurance business in Earlville, N. 
Y., to E. W. Price. 


Caledonian Directors’ 
Dinner to C. H. Post 


PLEASANT AFFAIR ABROAD 


United States Manager of Caledonian 
Returns From Trip to 
Head Office 


Charles H. Post, United State; man- 


ager’ of the Caledonian, has returned 
from Europe, his first visit there in 
seven years, from his sixteenth trip to 
the home office of the company. While 
there he was a guest at a formal] dinner 
trranged for him by officers and di- 
rectors of the company. To this little 
dinner, Hugh Patten, chairman, made 
the following address: 

“I have now to propose for your ac- 
ceptance a toast which I am sure will 
be received with acclamation by you, 
und my only regret is that it has not 
fallen into the hands of one or other 
of you directors who would have done 
it more justice. I shall, however, do 
my best. This toast is, as you will all 
have guessed, that of our friend and 
honored guest, Mr. Post, manager of 
the Caledonian Insurance Company in 
the United States of America, Our 
guest has held this office now for 
twenty-eight years, and is in the posi- 
tion of having served the company for 
a longer time—with one exception—than 
any officer similarly situated. I do not 
wish in his presence to appear to flatter 
him, but I can only sincerely say that 
his looks and activity belie his long 
service. Our guest has seen the old 
established company in good days and 
in bad days, but I think I may say 
without contradiction that he never 
saw it in such a flourishing condition 
as it is at present. This flourishing 
condition, if I may say so in the pres- 
ence of you directors, is almost en- 
tirely due to the indefatigable exertions 
and industry of our esteemed general 
manager, and the managers acting un- 
der him in all parts of the world. We 
trust, gentlemen, that our guest’s stay 
in this country, inhospitable though it 
is compared with the States, will be 
enjoyable and that he will be able to 
combine business with pleasure. We 
hope, too, that he will not allow such 
a long time to elapse before we ‘again 
have an opportunity of honoring him. 
Fortunately for his visit the weather 
has eclipsed itself, and he has been 
able to see our town looking its best. 
I would, however, warn him, although I 
fear this has no horror for him, that 
if he does not repeat his visit very 
shortly it may be that we shall have 
to entertain him at what they enjoy in 
the States—a dry board. 

“Gentlemen, Our Guest, Mr. Post. 

“May our guest carry back with him 
to his home very pleasant recollections 
of his visit.” 

G. W. FLYNN A LOCAL 

George W. Flynn, who has resigned 
as special agent of the New Jersey 
Fire, has entered a partnership in the 
insurance agency of Neier & Light, Ja- 
maica, Long Island. During the war, 
he was first lieutenant in the 58th In- 
fantry. 
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“The Leading FIRE INSURANCE Co. of America” 


WM. B. CLARK, President 
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(PENNSYLVANIA STANDARD) 
JANUARY 1, 1920 


Cash Capital - - - ~- $1,000,000 
| Premium Reserve - : “ - 3,622,274 
Surplus to Policyholders -— - 1,954,749 
Assets - - - - - . 6,176,156 


SRE ECER CEE HE 


_ Agents writing Fire, Tornado, Rent, 
_ Business Interruption, Leasehold, 
Profit, Sprinkler Leakage, Explosion 
and Riot Insurance, also Automobiles 
against Fire, Theft, Collision and Prop- 
erty Damage, find the NATIONAL 
UNION a valuable acquisition. Faith- 
| ful service and surprisingly good facil- 
_ ities are accorded as a matter of course. 

For enterprising agents it is a good 
Company by every test that counts. 
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OF AMERICA 
HARTFORD, CONNECTICUT 
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HARTFORD, CONNECTICUT 


AMERICAN FIRE INSURANCE 


CORPORATION 
OF NEW YORK 
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Commercial Union To 
Open Southern Dep’t 


D. BROWN APPOINTED MANAGER 


Important Action Brought About By 
Great Prosperity of Territory; 
E. M. Ransom, Asst. Manager 





The Commercial Union and Associat- 
ed Companies are to establish a south- 
ern department beginning operations on 
January 1st next. The manager of this 
department will be Dowdell Brown, one 
of the most able and experienced men 
in the Southeastern field and one of the 
most popular. His first assistant will 


be E. M. Ransom, for some years special 
agent of the Commercial Union in 
Georgia, Alabama and South Carolina. 
The new department will have jurisdic- 
tion over eight states: Virginia, North 
and South Carolina, Alabama, Georgia, 
Mississippi, Louisiana and Florida. 

That the Commercial Union and As- 
sociated Companies, than whom there 
is no larger or more important aggrega- 
tion in the insurance business, should 
establish a southern department, is an 
important action in insurance. In dis- 
cussing it Manager Palache said: 

“One of the outstanding features of 
the development of our country in late 
years has been the extraordinary pros- 
perity and growth in the Southern 
States. In certain special commodities 
they are the storehouse for the nation, 
and the demands made upon them dur- 
ing recent years have been responded 
to in the most remarkable manner. 

“It has long been our belief that to 
render adequately the service we are 
capable of we must be in closer touch 
with the agents in that section than is 
possible in transacting the business 
direct with the New York office. With 
the purpose of giving that service we 
have decided to establish a department 
at Atlanta fully equipped for the hand- 
ling of all details and providing of facil- 
ities for our agents in the southern 
states.” 

The new manager, Dowdell Brown, has 
a very wide acquaintance in the South. 
After graduating from high school, he 
went with the Atlantic Home as a sten- 
ographer and was with that company 
for fifteen years in various capacities. 
For several years he was secretary of 
the company. Later, he became a mem- 
ber of the firm, of Tiller & Brown, who 
were general agents of the Hamburg- 
Bremen. When Dan B. Harris succeed- 
ed Captain Gay as Southeastern man- 
ager of the Insurance Company of 
North America, Mr. Brown formed a 
partnership with Charles M. Jerome, 
and Jerome & Brown succeeded Dan B. 
Harris as general agents for several 
companies, including the Providence- 
Washington, Camden, Virginia Fire & 
Marine and Boston. Upon the retire- 
ment of Mr. Brown from Jerome & 
Brown on January 1st Mr. Jerome will 


continue the general agencies of the 
companies for which Jerome & Brown 
have been genera] agents. 

Mr. Ransom is one of the most com 
petent field men in the Southern field. 
He has been with the Commercial 
Union for nearly a decade. A graduate 
of the University of Georgia, he went 
into the local business in Columbus, 
Ga. with D. F. Wilcox & Company, later 
becoming assistant special agent under 
Colonel Hamilton Yancey, of the Com- 
mercial Union, for three years. At the 
end of that time he became special ag- 
ent of the Commercial Union in impor- 
tant southern territory. 





R. B. IVES PRESIDENT 

Ralph B. Ives, western vice-president 
of the Aetna, was elected president of 
the Western Automobile Underwriters’ 
Conference at its annual meeting in Chi- 
cago last week, with Loui A. Lent of 
Neare, Gibbs & Lent, Cincinnati, as 
vice-president; John F. Stafford, west- 
ern manager of the Sun, treasurer. 


Nearly Asphyxiate 
Specials at Lunch 


HOTEL HAD BEEN DISINFECTED 


But Suburban Field Men Keep Good 
Humor; Pen for Simonson; 
Miller Speaks 


At the luncheon of the Suburban Field 
Club at the Hotel St. George, Brooklyn, 
John V. N. Simonson, former president 
of the organization, was presented with 
a gold fountain pen, from the members 
Two new members were received into 
the organization, F. W. Calhoun, of the 
Norwich Union, and Clarence A, Lud- 
lum, Jr., of the Great American. Chaun- 
cey S. S. Miller, of the publication de- 
partment of the North British & Mer- 
cantile, spoke on “Publicity.” 
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“AMERICA FORE” 


Integrity and Strength 


“To be a good American a man must be 

straight. He must 

With ample financial strength, with a fame for fair deal- 

ing with both agent and assured, the Fidelity-Phenix has been 
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The luncheon was pulled off under 
some difficulties as the hotel had been 
disinfected a short time before. The 
specials were nearly asphyxiated as the 
meeting got under way. But, before 
there were any fatalities, windows were 
thrown open and the speakers got 
through their roles all right. This club 
consists of a lot of good fellows; and 
they didn’t mind the discomfort a bit. 


In discussing publicity Mr. Miller 
said it was much like the girl with the 
curl on her forehead—-when good she 
was very good, when bad, she was 
horrid. He made a plea for the intelli- 
gent presentation of insurance in the 
daily press. He then referred to the 
insurance scandal in 1905 as a case 
where insurance companies permitted 
themselves to be greatly harmed be- 
cause their side of the story was not 
adequately presented to the public. Ap- 
parently they made no effort to set the 
newspapers right. 

“I was impressed in Denver last 
year,” said the speaker, “at a storv 
printed in the newspapers there which 
told that the premiums of fire insur- 
ance companies amounted to a great 
many millions of dollars, while the loss- 
es were very small, It was a blunder 
that no one took the trouble to present 
the real facts and to defend the insur- 
ance companies and to set the editors 
right. 

“We must have fair publicity. I no- 
ticed recently that the ‘New York 
Herald’ is running an insurance column, 
and I believe that they have a compe- 
tent man in charge of it.” 

The speaker then attacked the un- 
fair amount of taxes that the compa- 
nies have to pay. He contended that 
nothing paid as great amount of taxes 
as the jnsurance business, and told the 
members of the club that if their ag- 
ents were not apologetic in reference 
to the high rates the policyholders were 
obliged to pay as a result the purchas- 
ers of insurance would tell the Legis- 
lature that insurance must not be taxed 
so much. 

Fire insurance was also dwelt upon 
by the speaker. He told those present 
that the frightful losses must be 
stopped, and asserted that nearly 
twenty thousand lives were lost a year, 
and that seven millions in property 
was the loss a week in the entire 
country. He cited as a case of what 
care can do Memphis, Tenn., where, 
when the fire department went on 
strike recently, the public acted in 
their capacity for thirty-six hours, and 
during that time not an alarm of fire 
rung in in the entire city. 

John V. N. Simonson, president of the 
Suburban Field Club for two years, is 
now chairman of the executive com- 
mittee. He was an agent for the Home 
Insurance Company for many years, and 
then became a special agent in Sub- 
urban New York. He was appointed 
State agent for the Home and Franklin 
last August. 
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No Auto Stamping 
Office for Buffalo 


WOULD BE TOO’ EXPENSIVE 





Report of Executive Committee of Auto 
Conference Discusses Commissions, 
Rates and Other Matters 


The report of the Executive Commit- 
tee of the Eastern Automobile Under- 
writers’ Conference read at the annual 
meeting last week discussed many 
questions of interest. The report says 
of rates: 

“During the past year rates have 
been revised which resulted in some 
disturbing conditions at some _ points 
and at the request of the Committee 
the President called two special meet- 
ings of the Conference, the first to con- 
sider the question of theft rates for 
Philadelphia territory and the second 
to consider collision rates in Pitts- 
burgh. The actions resulting from 
these meetings have been bulletined 
to the members. 

“The new co'lision rates have been 
the subject of more or less criticism, 
consequently the Rates Committee of 
the National Conference has been giv- 
ing this subject their consideration and 
securing information as to premiums, 
loss records, etc., in co-operation with 
the National Workmen's Compensation 
Service Bureau and in order to simpli- 
fy the operation of, and secure uniform- 
ity in, the making of the rates for Col- 
lision and Property Damage insurance 
this Committee submits for your con- 
sideration, and recommends the adop- 
tion at this meeting of the following 
resolution: 

“Resolved, That the National Au- 
tomobile Underwriters’ Conference be 
and is hereby authorized, empowered 
and directed to act for the Eastern 
Automobile Underwriters’ Conference 
in connection with al] matters relat- 
ing to rules and rates governing Col- 
lision and Property Damage _ insur- 
ance in the territory under the juris- 
diction of the Eastern Automobile 
Underwriters’ Conference.” 
Discussing commissions and broker- 

ages the report says: 

“Some _ disturbing situations have 
been, from time to time reported to 
this committee dealing with agency and 
commission conditions including viola- 
tion of brokerage rules. 

“Prior to the date when our constitu- 
tion was amended and jurisdiction over 
these conditions given to the National 
Conference, this Committee made an 
effort to enforce the rules and to cor- 
rect reported violations. The efforts 
were generally successful in those in- 
stances where detailed information was 
presented, but in many cases the Com- 
mittee received only advices which 
were hardly more than rumor or gos- 
sip and consequently, as to those cases, 
very litt'e could be done. 

“As regards certain long established 
general agency connections which did 
not conform to the rules of 1919 (but 
which were permissible prior to the 
adoption of those rules and which the 
Executive Committee were not. suc- 
cessful in effecting a correction) the 
suspense files have been referred to 
the National Conference for considera- 
tion.” 

New Members 

During the past year applications 
for membership in the Conference from 
the following companies have been re- 
cgived and favorably acted upon:— 
London & Scottish Assurance Corpora- 
tion, Concordia Fire Insurance Com- 
pany, State Assurance, National Capi- 
tal,.Law, Union and Rock, New York 
Underwriters’ Agency, City of New 
York. 

The report continues: 

“It was hoped that through the Phila- 
delphia Metropolitan District Commit- 
tee a stamping office wou'd have been 
established hefore this date for Phila- 
delphia but in this the Committee has 
not been successful, although it hopes 
that such an office may be in operation 
in the near future. 


, Policyholders of Industrial Mutual Fire, 





“The question of establishing a —— aw) 


Stamping Office at Buffalo was care- INCORPORATED 1720 


fully considered but not recommended 


because of the expense involved and the 

difficulty of designating well defined 

territory for such an office. Royal Exchange Assurance 
“The records of the New York Metro- 

politan District Office show that with LONDON, ENGLAND 


an increase of 29,124 daily reports re 


ceived in 1920 over 1919 there have United States Branch EVERARD C. STOKES 


RON OR Seat Sees ane. 92 William Street, New York United States Manager 
Amendments to Constitution _ 


“You have been advised by your Sec- 
retary of certain proposed amendments 


to the Constitution which are recom- 
mended by this Committee for adop- H e K R A M E R 5 M 


tion at this meeting. ADJUSTER 


. . 
“The original Constitution of this FOR INSURANCE COMPANIES 
Conference was amended by the dele- a York Ci CROSTHWAITE 
gates to the National Conference at its 59 Maiden Lane, New Yor ty 














meeting on June 30, and those amend- 
ments were made for the purpose of 








making the Local Conference Constitu- 

tional provisions harmonize with the COMPANY 
re-organization of the National Auto- THE HANOVER 

mobile Underwriters’ Conference. Since 

these amendments were adopted, your __ 


Executive Committee has reviewed the FIRE INSURANCE COMPANY . “ 
Constitution, section by section, and Continuously in business since 1852. Fire and Automobile 


has found that there were some points The real strength of an insurance com- ry 
which were possible of misinterpreta- | f Ronengl 

- pany is in the conservatism of its ma 
tion. As intimated to you in the call the management of THE hnsurance ecla 1S $ 


agement, and 


for the meeting, the amendments HANOVER is an absolute assurance of 

which are proposed for adoption by the security of its policy. 

this meeting are intended to eliminate, R. EMORY WARFIELD, President 

so far as possible, such misinterpreta- CHARLES W HIGLEY, bade tere + Lines Bound Anywhere 
tions, and to make for a more com- S. JARVIS, Secretary ie 

prehensive working set of articles WILLIAM MORRISON, Asst. Sec’y in New York State 


which it is hoped will enable the incom- 
ing Executive Committee to function to 


HOME OFFICE 


hetter advantage in the interests of the ° 

Rastern Automobile Underwriters’ Con. | “amover Bldg., 34 Pine St. 45 JOHN STREET 

ference. NEW YORK New York City, N. Y. 
General Comments HOWIE & CAIN, Inc., Gen. Agents Telephone 5784 John 


Metropolitan District 


“Your Committee has tried to act in 
95 WILLIAM STREET, NEW YORK 


connection with the matters of this 
Conference, in the interest of all and 
for the common good and trusts that DISCONTINUE AGENCIES COUNTERMAN FOR KENZEL 

in general its work has met with your Charles Reppa began his duties this 
approval. , These Philadelphia commissions have wee, as counterman in the Brooklyn 
‘The Committee b eater to — been discontinued: Heyman, Arnold & office of the William H. Kenzel Com- 
its appreciation of the uniform courte- : p aoe pany. He had previously held a simi- 
sy extended to it by the representatives C0. for the United British of London; },+ ‘position in the Continental Insur- 
of the aaa of sc Pg nto — Stokes, Packard Haughton & Smithfor ance Company’s Brooklyn branch for 
particularly does it wish to draw atten- = ica Pre ili ee the last twelve years, 

tion to the fact that its duties have the ning British; ™ &. Walsh's Sons 
been made much lighter than they for the City of New York and for the A new fire alarm system has been in- 
might otherwise have been as a result American Eagle Fire. stalled in Freeport, N. Y. 

of the efficient, prompt and systematic 
work of your Secretary, who has our 


sincere thanks for the generous assist- 
— JAMES H. EPWORTH 

NEW JERSEY FIRE INSURANCE SPECIALIST 
NEWARK AND SUBURBAN NEW JERSEY TERRITORY 


40 CLINTON STREET | FIRST 80 MAIDEN LANE 
NEWARK NEW YORK 


























CHEAPER TO PAY THAN SUE 





SERVICE Phone John 4560 


Reading, Pa., Decide to Hand Phone Market 6536 

Out Cash 

That all is wot gold that thins with ATT MMT inne 
mutuals is illustrated by the following 


story printed in Pennsylvania papers 
about a Reading mutual: 


“The policyholders of the Industrial 
Mutual Fire Insurance Company, of . = : = 
Reading, must pay about $21,000 and ~ Cap sital: Head Office. — 
the costs of receivership for settling up - One Millions Dollars 40 Clinton St., NEWARK, N. J. 


the affairs of the company. 
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“There are several dozen policyhold- ED Bee facto Aavabacye <a a ere kee eee JACOB R. HALL 
ers in this county and most of them - ENING, a. dos Nace nodded seneonen WM. F. BIRCH 
have paid their assessments, some run-_— - ETE is isinse. cers vnc wiewe whe FRANKLIN W. FORT 
ning into several hundred dollars. The RFE eee reer ee rere Tree F. L. BROKAW 
rulings of the courts are against policy- = 
holders in Mutual Companies and it has WESTERN DEPT.: Insurance Exchange Bldg., Chicago, Ill., H. H. INGALLS, Mgrs 
been decided that it is cheaper to pay PACIFIC COAST DEPT.: 140 Sansome St., San Francine, —« and oe Mgrs 
than to take a chance of a suit.” = ni TI AATAN ULAR UMUU ALTIUM IAAT TA TTT TTT iI 
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Keeping Check On 
Insurance Ad Fakes 


VIGILANCE COMMITTEE ACTIVE 





Associated Advertising Clubs Tells 
What it is Doing to Protect 
Business of Insurance 





That the Vigilance Committee of the 
Associated Advertising Clubs, which con- 
sists of 175 advertising clubs in all parts 
of the country, is doing effective work in 
checking misleading statements about in- 
surance, including automobile insurance, 
is illustrated in the accompanying letter 
received by The Eastern Underwriter 
from Carl Hunt, of the extension division 
of the Associated Advertising Clubs. He 
SaVS*? 


If insurance commissioners and other 
public officials were always thoroughly 
alert, and would always take cognizance 
of improper advertising and other im- 
proper business methods, then this 
memorandum would not need to be writ- 
ten to you—would not interest you at 
all. 

But public officials have much to do, 
and it is necessary for us to help create 
a sentiment in favor of the enforcement 
of all laws designed for the protection 
of honest business coming within the 
range of our activities. 

The work of this Association benefits 
your company because, through our Na- 
tional Vigilance Committee, and through 
local committees in all parts of the 
country, we are protecting the insur- 
ance business from losses which wou!d 
result from improper advertising. 
Operated Without License to Sell “Life” 

In a Minnesota case, a smal} company 
selling accident insurance, but not yet 
authorized. under the laws of that state 
to sell life insurance, used the state- 
ment, in a newspaper advertisment: 

“We sell life insurance (industrial 
and ordinary) to men, women and 
children * * * also accident and 
health insurance.” 

Our local vigilance committee was 
informed that the company did not have 
a license to sell life insurance, and veri- 
fied this fact. 

The committee, realizing that insur- 
ance advertising was being injured by 
such a statement, called the district 
manager into a conference, and sug- 
gested that he not only violated the 
law against deceptive advertising when 
he made such a statement, but that he 
likely also violated the State insurance 
laws. 

The advertising was changed, so as 
to offer only the kinds of insurance the 
company was then authorized to sell. 
Advertisement Was Incomplete There- 

fore Deceptive 

In the case of a St. Louis automobi': 
insurance company, the statement was 
made that the company was the “pioneer 
automobile insurance company’—an un- 
true statement. 

What the company meant was that 
it was the first to write insurance cov- 
ering the five hazards of fire, theft, co!- 
lision, liability and property damage. 

We suggested that the company be 
more explicit, thus eliminating the risk 
of injury to insurance advertising and 
it complied. 

“Not Members of Any Insurance Com- 
bine” 

A Baltimore insurance broker, repre- 
senting this same St. Louis company, 
used the foregoing words in reference 


to the St. Louis company, and he also 
claimed, without justification, that this 
was the only automobile insurance com- 
pany. 

He agreed that such statements were 
not conducive to public confidence, and 
his advertisements were immediately 
changed at the suggestion of our local 
committee. 

Advertising Statement of Mutual Com- 
pany was Deceptive 

A mutual company, selling automo- 
bile insurance in the Central West, 
used expressions in its advertisements 
which would lead many people to be- 
lieve that the company was connected 
with a strong association of automo- 
bile dealers, though there was no such 
connection. 


Our local vigilance committee did not 
believe such advertising in keeping 
with the dignity of a financial institu- 
tion, and the management agreed, and 
changes were made such as eliminated 
the complained-of expression. 
Advertisement, Possibly True, Would 

Hardly Be Believed 

A company selling accident insur- 
ance—one of the good companies, by 
the way—made statements as to its 
manner of settling claims which were 
so burdened with superlatives that 
many who read.the announcements, we 
believed, would take the statements 
with a grain of salt. 

We found upon inquiry that this com- 
pany does settle claims promptly. It 
has specialized in this particular. 

Yet we believed—and the president 
of the company agreed—that such ex- 
travagant language as the advertise- 
ment embraced was hardly in keeping 
with the dignity of a great business 
like insurance? 

Though he contended that he be- 
lieved every advertised statement 
made, he conceded the point, and a’l 
insurance advertising will be helped, 
we believe, through changes that will 
be made in this advertising as the re- 
sult of our efforts. 

This insurance company president 
has a keen mind. He knows that his 
advertising will be better for him, and 
better for the insurance business, if it 
is thoroughly believable—and he knows 
that, sometimes, an advertisement may 
be true yet not be believed. 

In fact, complaint had come to us, 
the man who complained saying the ad- 
vertisement sounded “fishy” to him. 


Insurance Companies Have Invested 
Millions in Good Will 

At a cost of mi'lions of dollars, in- 
vested in advertising and in super- 
vision of agents, the legitimate insur- 
ance companies have been building 
Good Will for the insurance business 
for years. 

It has not been easy, either to build 
or maintain, such good will. Unfair 
competition has been a barrier. 

Insuring Your Good Will 

Without it, new insurance business 
could not be obtained; old business of 
a desirable character could not be held. 

Yet your ability to build and main- 
tain Good Will is greatly influenced by 
the opinion which the pub'’ic has of all 
insurance companies—opinions result- 
ing from experience. 

You can help insure Good Will for 
the insurance business by active par- 
ticipation in the work of the Associated 
Advertising Clubs. Our work helps 
make your advertising more effective; 
helps eliminate practices which make 


NEW, YORK STATE ‘DEPARTMENT, 


SUPERIOR FIRE INSURANCE CO. OF PITTSBURCH, PA, 
ALLEMANNIA FIRE INSURANCE CO, OF PITTSBURGH, PA, 
CAPITAL FIRE INSURANCE CO,OF CONCORD,N,H; 
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Western Department 
WALTER H. SAGE, Gen'l Mgr. 
INGRAM & LERCH. Managers 
‘6 West Monroe St., Chicago, IL. 

Boston Office 


ROGERS & HOWES, Managers 
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Great American 
Insurance Company 


New Pork 


c 
INCORPORATED - 1872 
PAID FOR LOSSES 


$112,397,573.17 
STATEMENT JANUARY 1,1920 


$5,000,000.00 


RESERVE FOR ALL OTHER LIABILITIES 


17,191 302. 37 


NET SURPLU 


11,01 0,376. 51 
33,201,678.88 


THE SECURITIES OF THE COMPANY ARE BASED 
UPON ACTUAL VALUES ON DECEMBER 3ist, 1919 


Since January Ist the Capital Stock of the 
Company has been increased to $10,000,000. 
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- Government Liberty Loan Bonds. | 


Home Office, One Liberty Street 
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Greater Capacity 


for Local Agents 








Use our unlimited capacity and wide experience for placing additional lines 
of insurance beyond the capacity of admitted companies. 


Binding Contracts with Guaranteed Underwriters at Lloyds and British 
Companies maintaining United States deposits. 
binders given. 
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BRITISH AMERICA 


ASSURANCE CO. 
Incorporated 1833 
Toronto, Canada 
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Commotions and Strikes 
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Surplus in United States.......$ 779,499.87 
Total Losses Paid in United 
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SRUIROIN cca anpcsnnnscasesisten $26,935,071.80 
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it harder for the insurance agent to 


write business. 


The Source of Our Power 
The source of the power of this As- 
sociation to accomplish so much at 
such a small outlay is found in the fact 
that our work is backed by public senti- 
ment, in and out of the business world. 


All of Us Working Together 

Our local vizilance committee, as 
we'l as the National Vigilance Commit- 
tee have the co-operation of advertis- 
ing mediums of all kinds. as well as re- 
putable business men, the courts, offi- 
cers of the law, etc. 

In the field of finance and insurance, 
fakers are often working. They make 
impossible claims as to what they offer. 
Their advertising makes many people 
seek much higher returns than can be 
obtained with safety. They belittle 
legitimate conservative investments. 

Thus, vast sums are diverted from 
legitimate channels. 

Sums which should be saved 
throveh insurance protection 
dissipated. 

Legitimate business suffers. 


All Financial Institutions Suffer Alike 

People so lacking in discrimination 
as to a'low themselves to be hum- 
bugged in the first instance, are not 
likely to be so discriminating there- 
after that they will distinguish between 
the good and the bad. They are 
“against” all big business. 

You have heard agents quote people 
with such statements as, “What’s the 
use to take insurance—some faker will 
get the money. I believe in having a 
good time with my money,” or, perhaps, 
“How do I know vour company will last 
for twenty years?” 

They have seen other people lose 
money in fake promotion schemes. 
Such an attitude makes it harder for 
you to obtain and hold business. 


A Constant Repressive Influence 

The work of this association, both 
national and local, tends toward more 
conservative and better advertising 
and toward the protection of the Good 
Wi'l of legitimate business. 

We now have laws against untruth- 
ful advertising in 36 States, and we 
are actively engaged in enforcing them. 

We have encouraged, and co-operated 
with “blue sky” commissioners in the 
various states, and have participated 
in the work of obtaining such legisla- 
tion in additional states. 

The legitimate insurance companies 
have lost millions of dollars through 
the sale, by small, ill-managed compa- 
nies, of insurance policies, and through 
the lack of confidence in insurance 
which has resulted from their operation. 

The very existence of such an agency 
as this association is a constant influ- 
ence against the operations of the faker. 


a part 
are thus 





$8,000,000 RENTAL 





That Is Aggregate of Travelers Lease 
at 55 John Street, Says 
Noyes Co. 





The Charles F. Noyes Company, wel' 
known local real estate concern, whicb 
is now in its own building at 118 Wil- 
liam Street, discusses some of its in- 
surance deals in an issue of the “Real 
Estate Record and Builders Guide.” 
Telling of its transactions, it says that 
the largest lease of any insurance com- 
pany in the William Street district is 
that of the Travelers, which has ob- 


tained 55 John Street and 4, 6, 8, 10 
Dutch Street, a sixteen story building, 
the aggregate rental of which is §$8.- 
000,000. It says that a building will 
soon be erected at 96-100 Maiden Lane 
by the Union Indemnity Company. The 
Noyes Company has been appointed 


agents for the new building at 83 Maid- 
en Lane and 7 Gold Street, now being 
erected by W. S. Brown & Company. 





Three More Join 
Logue Bros. Agency 


C. W. SCHEIB TO BE SECRETARY 


W. H. Kensinger to Be Manager of 
Agency Department; James S. Hart 
to Solicit Casualty 


Charles W. Scheib, for a number of 
years secretary and treasurer of the 
Reno & Johns Agency, Pittsburgh, has 
joined Logue Bros. & Co., Pitts- 
burgh, and will act as secretary of the 
the under- 


Inc., 
Company and manager of 
writing department. 

W. H. Kensinger, with 
Logue Bros. & Co., Inc., but for the 
last year special agent of the Farmers 
of York, returns to the Logue office and 
will be manager of the agency depart- 
ment. 

James S. Hart, with the 
Casualty Company of America and the 
Continental Casualty Company, and who 
left the Logue agency to go abroad as a 
Y. M. C. A. secretary, has returned to 
the Logue office and will devote his time 
to soliciting, specializing on the cas- 
ualty end of the business. 


formerly 


formerly 


ATTENDED AUTO MEETING 

Following is a list of the companies 
which attended the annual meeting of 
the Eastern Automobile Underwriters’ 
Conference: Aetna, Alliance, American 
Alliance, American Central, Automobile 
Insurance Co. of Hartford, Commercial 
Union, Assurance, Commercial Union 
Fire, Commonwealth, Continental, Del- 
aware Underwriters, English American 
Underwriters, Fidelity-Phenix. Globe & 
Rutgers, Great American, Hand-in-Hand 
Underwriters, Indemnity Mutual Ma- 
rine, Insurance Company of North 
America, Law Union & Rock, Liverpool] 
& London & Globe, London & Lan- 
eashire, Mercantile, Newark Fire, New 
Hampshire Fire, Niagara Fire, North 
British & Mercantile, Nurthern Assur- 
ance, Norwich Union, Orient, Palatine, 
Pennsylvania Fire, Queen, Rochester 
Dept. of Great American, Royal Ex- 
change, Royal Insurance, Safeguard, Se- 
curity, Standard Marine, Star Insur- 
ance Company, Tokio Marine & Fire, 
‘inion Assurance, United States Lloyds, 
Westchester Fire. 





WROTE FOUR AIRPLANE POLICIES 


x 


F. Ward Shaffer, ex-aviator and as- 
sociated with Riggs, Rossman & Hun 
ter, Inc., insurance brokers of Balti- 
more, has written four policies cover- 
ing airplane losses within a short space 
of time, says the “Baltimore Under- 
writer.” The policies cover fire, theft, 
liability, colligiums and damage to prop 
erty. Of the seven planes owned in 
Baltimore Shaffer has written protec- 
t'on for four. 












The Central Fire Office, which has 
the general agency of the American 
Equitable, Knickerbocker, Manufactur- 
ers of Chicago and Great Lakes of Chi- 
cago, has decided to take up its west- 
ern department at Chicago, and will 
handle a'l of its business from the 
New York office. 

An agency has been opened in Balti- 
more by Redding & Kennedy at pres- 
ent representing the Continental for 


automobile only, Central Nation Fire 
and the National Surety. They have 
been well known figures in the Balti- 


more insurance world, 








Frank V. Cooper Co. 
15 Park Row, New York 
General Insurance Adjusters and Apprais- 
ers for the Insurance Companies. 


Associate Adjusters throughout U. S. and 
Canada. 
FIRE MARINE 
AUTO LIABILITY 


Subrogation claim handled for Companies. 


Established 1862 


UNITED STATES BRANCH 


HORATIO N. KELSEY, Manager 
110 William St., New York, N. Y. 























STATEMENTS, JANUARY 1, 1920 


AMERICAN EQUITABLE ASSURANCE CO. 


of New York 


$1,980,218.71 
1,179,041.84 
801,176.87 


Total Assets 
Liabilities 
Surplus to Policyholders................. 


KNICKERBOCKER INSURANCE COMPANY 


of New York 


EE AS, eidierevwedeass ade dcwesresware $1,514 188.43 
re nee en ree 597,449.67 
Surplus to Policyholders................. 916,738.76 


T. A. DUFFEY 
Vice-President and Secretary 


R. A. CORROON 
President 


FIRE — STRIKE — CIVIL COMMOTION— RIOT — 
SPRINKLER LEAKAGE — AUTOMOBILE 


AMERICAN INTERNATIONAL UNDERWRITERS 
POLICY 


Issued By 
AMERICAN EQUITABLE ASSURANCE COMPANY 
of New York 
and 


KNICKERBOCKER INSURANCE COMPANY 
of New York 


IE I acca sis fer econirsac¥ atlas did nsw racers $3,494,407.14 
I olrtg Sie ae eae ha mulbccdueedas 1,776,491.51 
Surplus to Policyholders................. 1,717,915.63 


Agents desired in unrepresented territory 


Apply Home Office 68 William St., New York 











FRED. S. JAMES 


1819 


Paris 





General Fire Assurance Co. 


GEO. W. BLOSSOM WM. A. BLODGETT 


FRED S. JAMES & CO. 


UNITED STATES MANAGERS 


1838 
Urbaine Fire Insurance Co. 


Paris 
1807 


Eagle. Star & British Dominions Ins. Ca. 


London 


AGENCY SUPERINTENDENTS 
Carroll L. DeWitt 


P. A. Cosgrove 
123 William Street 


NEW YORK SAN FRANCISCO 








CHICAGO 
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Great Life Company 
Enters Marine Field 


MOVE BY BRITISH PRUDENTIAL 








Royal Exchange Assurance to Be Its 
Underwriter and Agent; Comment 
By London “Times” 





The Prudential Assurance Company 
of England, which has more _ policy- 
holders than any company in the world, 
is said to be preparing to enter the 
marine insurance business and has en- 
tered into an arrangement with the 
Royal Exchange Assurance whereby 
that corporation will act as the Pruden- 
tia’’s agent and underwriters for mar- 
ine business beginning with January 1 
next. 

In discussing this move and the man- 
ner in which it is being done the Lon- 
don “Times” said: 

“Originally the Prudential was a life 
office, which undertook as well annuity 
and sinking fund assurance, In 1915 
it took powers to engage in various 
other branches of insurance, excluding 
marine and employers’ liability busi- 
ness. Its decision now to embark on 
the most difficult branch of insurance 
is therefore an event of considerable 
importance. In entering into an ar- 
rangement by which its marine busi- 
ness will be handled by an experienced 
underwriting organization, the Pruden- 
tial has no doubt acted wisely, for, ow- 
ing to the scarcity of skilled marine 
underwriters, any attempt to estab ish 
a separate office would have been a 
doubtful and possibly expensive experi- 
ment. Under the proposed scheme 
marine policyholders of the Prudential 
wil) have its great financial strength 
and the experience of the Royal Ex- 
change Assurance Corporation behind 
their policies. 

The Prudential, of England, of course, 
has no connection with The Prudential 
Insurance Company, of Newark, one of 
the largest insurance companies in this 
country. 


Carelessly Drawn 
Re-insurance Contracts 


MANAGER 





SURPRISE MARINE 





Trouble Bound to Result Where Care 
is Not Taken; Comments On 
Situation 


In discussing re-insurance contracts 
which have been put into effect in the 
past few years one of the marine man- 
agers calls attention to the careless 
manner in which they are sometimes 
drawn. He said: 

“We have not heard of any difficul- 
ties between the old established com- 
panies here and companies which have 
been doing re-insurance on American 
business for. years. The trouble all 
seems to have been between newly or- 
ganized companies on this side and 
either newly organized companies on 
the other side or companies which were 
just commencing to do American re- 
insurance. 

“The years 1918 and 1919 were un- 
profitable for most of the newly or- 
ganized companies on strictly marine 
business and naturally were still more 
unprofitable for the re-insurer. Until a 
re-insurance contract has been in op- 
eration for a year or so the reserve 
feature is a hard one on the re-insur- 
ance company and the necessity for an 
admitted company to take out of its 
surplus all known but unpaid losses for 
the interest of the non-admitted re- 
insurers, works a hardship on the ad- 
mitted company. 

“I have seen some forms of re-insur- 
ance contracts which were not carefully 
drawn and it seems surprising to think 
that they were actually signed, Trouble 
is bound to ensue under arrangements 
entered into in such a_ careless 
manner.” 


William E. Tetley, who has been con- 
nected with the London & Lancashire’s 
marine department at Glasgow for 
twelve years, has been appointed local 
underwriter at that branch. 





RUNNING OFF THE MARINE ACCOUNT 


“A marine account takes four years to run off, although at the end of the 
third year, the result may be ascertained, for by that time an accurate calcula- 
tion as to losses may be made,” said Browning Dick in a lecture given to the 
Institute of London Underwriters recently. “A cargo account may be wound up 
rather sooner, but a mixed account, which includes cargo and hulls of steamers 
for time, will require the full three years for winding up.” 

The following figures taken from the accounts of a company doing a general 
business in both cargo and time he gave to show what he meant: 















. ~ C ° 
How Marine Insurance Serves Adusiness | 





How many men 
really understand The Jones Act? 


The divergent opinions heard about the new Merchant 
Marine Law, or Jones Act, point to one thing: Many people 
are expressing opinions on the new law without having a 
knowledge of the facts underlying it. Many have not a clear 
conception of the conditions that the Jones Act was designed 
to remedy. 





Nowhere have we seen a clearer statement of the insurance 
conditions underlying the Jones Act, than that contained in 
the summary of Dr. S. S. Huebner, Expert to the U. S. Ship- 
ping Board. 


To all who desire a clearer conception of the Jones Act, we 
heartily recommend it. We have printed it in booklet form 
under the title “The Basis of Our Shipping Prosperity,” a 
copy of which we shall be pleased to mail you on request. 
Address our Service Department. 


The Washington Marine Insurance 
Company of New York 


MARINE and AUTOMOBILE INSURANCE 


Home Office, 51 Beaver Street, New York 
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‘Northern Underwriting Agency 


INCORPORATED 


MARINE INSURANCE 


GENERAL AGENT 
HUDSON INSURANCE COMPANY 


of New York 


JEFFERSON INSURANCE COMPANY 


of . Pennsylvania 


LIBERTY MARINE INSURANCE COMPANY | 


of New York 


NORTH ATLANTIC INSURANCE COMPANY 


of New York 


NORWEGIAN ATLAS INSURANCE CO., LTD. 


of Christiania 
56 BEAVER STREET 311 CALIFORNIA STREET 
New York 


San Francisco | 














MUTUAL CLUB OWNERS declined to allow, in respect of a 








CLAIMS 
Expenses 1st yr. 2nd yr. 3rd yr. Total. 
oe ee 11 26 40 8 84.66 
| ere 11 24 42 9 84.94 
errr 10 26 46 & 90.54 
ere rire 10 22 43 7 82.38 
ee 10 22 38 11 81.85 


The following percentages are taken from the figures of a Lloyd’s under- 
writer and refer to the insurance of the hulls of steamers only: 


1st. yr. 2nd yr. 8rd yr. 4th yr. Total 
BO: cieadicande 17 41 11 3 71.8 
a 13 52 16 8 87.6 
Ere 14 42 19 11 87.3 
Ee Suscenguns 20 41 17 11 89.9 
Sen, caine naane 20 42 16 


In both cases the decimal points have been omitted, but adjusted in the total, 
and in the Lloyd’s case no expenses are allowed for in the statement. 





NOT TO WRITE MARINE 
The New India Co., Ltd., of Bombay, 
India, which is to enter America, and 
which has an unusually large capital, 


will transact a fire re-insurance busi- 
ness here only. 


EARTHQUAKE RIDER 
_ The U.S. F. & G. has announced that 
it is issuing a double indemnity rider 
on its accident policies for fatal or non- 
fatal injuries due to earthquakes. The 
rider is attached only to policies for the 
State of California. 


By the formation of mutual clubs 
owners have been able to insure many 
risks which otherwise would now be 


placed at Lioyd’s; and, should the Lon- 


don market lose much business either 


by reduced values or by running un- 


insured, the competition for what re- 
mains may be such as to make it im- 
possible to keep any agreements, says 
“Fairplay.” That a certain amount of 
business will be lost when the excess 
profits duty is taken off is recognized. 
A number of old-established companies 
which, prior to the war, ran a large 
proportion of, and in some cases all, the 
risks on their fleet found early in the 
conflict that the income tax authorities 


steamer lost, a greater reduction from 
the working account than cost, less 4 
per cent per annum. And the result 
was that they were practically forced 
to go to Lloyd’s and the Companies, 
particularly having regard to the fact 
that, where excess profits were made, 
the extra premium was largely paid by 
the Government. With the return of 
normal, or something approaching pro- 
portionately normal conditions, pre-war 
customs will be re-established, and it 
would be as well if underwriters paid 
more attention to their cargo rates of 
premium and only charged owners some- 
thing which more nearly fitted the risk 
run. 





William H. McGee returned to his 
desk last week after being absent sev- 
eral @mva on account of a slight illness. 
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Are Cuban Cargoes 
Continually Covered? 


“KRAKOW” BRINGS UP QUESTION 


Policies in Force While Cargoes Remain 
on Carriers; Expires After Landing 
is Belief 





With the burning of the “Krakow” 
the question of the duration of coverage 
on policies insuring Havana shipments 
comes to the fore and underwriters are 
taking steps to prevent the misinter- 
pretation’ of contracts in force before 
another casualty occurs, It is not at all 
improbable that some marine compa- 
nies originally covering cargo aboard 
the “Krakow” will contest loss claims 
on the ground that the long de!ay con- 
stituted a sufficient deviation for the 
underwriting companies to deny lizhil 
ity. Most underwriters express ih? 
opinion that the policies are in force 
during the who'e period that a vessel 
is tied up at any port and that the 
only redress available for them in cas»? 
of a loss is to collect an additional pre 
mium for extending the insurance. 


They will be compelled to stand for the 
loss but the extra premium wil! reduce 
the gross payment to the assured by 
shat amount. 

If the cargo has been unloaded at t'ie 
port of destination and is lying on 
wharves for several wecks. as his hi- 
pened with thousands of dollars’ worth 
of goods at Havana, some underwriters 
say that gencrally marine policies at- 
tach for frem ten to twen'y days oniy 
after the cargo ius been remeved frorn 
the hold of the carrier. If the ship- 
ments are delaved for a longer period 
the brokers representing the assured 
should inquire from the underwriters 
whether they consider the policies still 
operative, and if not, shoud secure 
proper protection immediately for their 
clients. The issue has never been set 
tled definitely by the American courts 
and so long as the entire matter re- 
mains a moot question neither party to 
a marine contract can afford to be in- 
different regarding the status of the in- 
surance, Underwriters say that it isn’t 
their duty to inform brokers whether 
they believe the insurance has ceased 
to apply because the brokers are expeci 
ed to watch these matters themselves. 
It is the opinion in many offices around 
the local market that a large number 
of policies on Cuban shipments, written 
several weeks and even months 149, 
have not been extended upon the appli- 
cation of brokers. The latter are ad- 
mittedly unable often to know whe'her 
cargoes have been unloaded at Havana 
or are stil! on board the carriers. The 
underwriters appear willing enough ‘to 
assume the additional risks arising out 
of the acute congestion, providing suii- 
cient additional premium is forthcom- 
ing, but they may contest their liability 
when claims are presented for payment 
after the assureds’ brokers have made 
no attempt whatsoever beforehand to 
inform themselves as to the underwrit- 
ters’ beliefs. 

Should the adjustment of cargo losses 
occasioned by the “Krakow” fire, by 
deterioration on wharves, by theft and 
other causes result in law suits the 
courts’ decisions will be reviewed with 
great interest by the entire market. 
The question whether a policy can be 
voiced by reason of a delay depends in 
part upon the information availab'e to 
both the insurer and assured when the 
insurance is written. If the underwriter 
knows that the vessel carrying the in- 
sured cargo is more than likely to be 
delayed for several weeks and that the 
cargo may remain for as long a time 
upon a wharf or in an open field the 
assured may reasonably expect that he 
is covered for the entire period without 
fear of a contest in case of loss. How- 
ever, early this year when the conges- 


tion at Havana was less serious neither 
underwriters nor brokers could foresee 
future conditions. Under such circum- 
stances the former might reasonably 
claim that as the delay was unusual, 
extraordinary, and unknown to both 
parties it constituted a violation of the 
deviation clause and therefore the cov- 
erage was void. 

The Nationa) City Bank of New York 
says that the Cuban congestion has bad- 
ly disrupted the relations between many 
business houses in Cuba and the United 
States. Unable to get physical posses- 
sion of their goods, it has been impos- 
sible for Cuban importers to meet 
drafts drawn against them, and the re- 
sulting requests for extensions have 
been numerous and unpleasant. Mean- 
while drops in commodity prices have 
rendered it practically impossible for 
many Cuban merchants to realize on 
goods held up indefinitely at Havana, 
with the result that there have been a 
number of unfortunate repudiations of 
contracts. However, the National City 
bank believes that the vo.ume of can- 
cellations on the part of Cuban mer- 
chants has been no larger than Amer- 
ican manufacturers have received from 
domestic customers, 

“It is certain that in the long run 
Cuba will need all the merchandise now 
piled on the docks, awaiting unloading 
or in dispute,” according to The Amer- 
icas, the National City Bank’s monthly 
publication. “It produces practically 
nothing in the way of articles for im 
meuiate consumption, and even finds it 
cheaper to import ordinary articles of 
lood than to attempt to grow them at 
home.” 


NEW MARINE COMPANIES 

The following is a list of some new 
marine insurance companies on the con- 
Linent: 

Levant, Genoa, capital Lire 10,000,000 
(3/10 paid up); president, Abdusche 
Kiazim Emin, Salonica; v.-pres., An- 
tonio Villain; manager, Ernesto Fassio. 

Anglo-Italian Lloyd, Genoa, capital 
Lire 1,000,000; president, Tomaso Ca- 
purro. 

La Nouvelle France, 41 Rue Lafayette, 
Paris; capital Fes. 4,500,000 (25 per cent 
paid up). 

Assurances Generales Europeennes, 8 
Cours Tournon, Bordeaux; capital Fes. 
200,000 (25 per cent paid up). 

Assurances Generales UniverseHes, 8 
Rue J. J. Rousseau, Nantes; capital Fcs. 
1,000,000 (25 per cent paid up). 

Commerce et Marine, 73 Boulevard 
Haussmann, Paris. 

Alberta, Antwerp, capital Fes. 10,- 
000,000 (20 per cent paid up). 


ALABAMA MARINE VOLUME 
The annwal report of A. W. Briscoe, 
commissioner of insurance of the State 
of Alabama, shows that the marine in- 
surance business transacted in Alabama 
during 1919 was larger than in any 
other year. For the year 1919, the 
amount of net risks written was $137,- 
266,915 as compared with $105,202,596 
for 1918. The amount of premiums re- 
ceived was $811,777.31 in 1919 as com- 
pared with $504,603.71 for 1918. The 
losses incurred under marine contracts 
were $314,263.85 in 1919 as compared 
with $113,906.10 for 1918, giving a loss 
ratio of 38.71 per cent in 1919 as com- 

pared with 22.57 per cent for 1918. 


ASKS FOR NEW YORK MAN 

Darwin P. Kingsley, president of the 
Chamber of Commerce of New York, 
has requested President Wilson to ap- 
point a representative from this district 
to fill one of the vacancies on the United 
States Shipping Board. Nearly 30 per 
cent of the vessels engaged in foreign 
trade enter and clear at the port of 
New York and carry over 50 per cent 
of the nation’s trade in merchandise, 
Mr. Kingsley stated in his telegram to 
the White House. “With its 771 miles 
of water front, presenting the largest 
harbor in the world, New York’s pre- 
— in commerce will always ex- 
ist.” 














MARINE AND FIRE 
RE-INSURANCE 


ROBT. R. toe LAER, Inc. 


New York, Amsterdam, Copenhagen and Buenos Aires 


15 William Street ° « ° « New York 








WM. H. McGEE & CO. 


MARINE UNDERWRITERS 
15 WILLIAM STREET, NEW YORK 


General Agents Marine Department U. 8. Managers 
St. Paul Fire & Marine Insurance Co. Skandi ron insura 
Phenix Insurance Co. of Hartford aes: a. -. ae 
Great American Ins. Co., New York - — 
Camden Fire Insurance Association 
Westchester Fire Insurance Ce. 


Niagara Fire Ins. Co. 


Agents Marine Department 
Providence Washington Insurance Ce. 
Massachusetts Fire & Marine Ins. Ce. 



































GENERAL AGENTS WANTED 





Automobile Insurance 


INDEMNITY MUTUAL MARINE ASSUR- THE ROYAL EXCHANGE ASSUR- 
ANCE CO., LTD., OF LONDON, ENGLAND ANCE (Marine He OF 
LONDON, ENG. 


Incorporated 1720 
THE TOKIO MARINE AND FIRE 


INSURANCE CO. 
LTD., OF TOKIO, JAPAN 
(Marine Department) 


Organized 1824 Incorporated 1886 


UNITED STATES LLOYDS, Inc., 
of NEW YORK, N. Y. 


Organized 1872 Incorporated 1918 Incorporated 1879 


APPLETON & COX, Attorneys 
3 So. William St. NEW YORK 


AN ATTRACTIVE PROPOSITION 
GENERAL AGENTS WANTED 
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Any Risk Insurable 
Abroad Should Be 
Insurable Here 


STATEMENT BY ALFRED M. BEST 








Publicist Discusses Invasion of Unad- 
mitted Insurers; Difficulties of 
Middle European Companies 





Alfred M. Best, in his journal de- 
voted to the protection of insurance 
puyers, this week takes up the cudgel 
against weak foreign marine European 
insurance companies under the heading 
“A New Invasion.” He says: 

“From time to time during the past 
twenty years many light-weight Euro- 
pean insurance concerns have sought 
business in this country through ‘under- 
ground’ channels, without making the 
deposit required before a license may 
be issued. Most of these concerns 
could not possibly have complied with 
the requirements of our laws for the ad- 
mission of foreign companies; they 
were too weak financially to get to- 
gether the necessary deposit. Most of 
them sought and secured ‘surplus line’ 
fire insurance business, and not a few 
American property owners have reason 
to remember them with chagrin, be- 
cause of inability to collect from these 
light-weight institutions money due 
American policyholders for return pre- 
miums or losses. , Yet in many cases 
their policies were put out here by 
prominent and supposedly reputable 
and well-informed brokers and agents. 

“In recent years there has been very 
little of this sort of ‘insurance’ offered 
in this country. Those unadmitted for- 
eign companies which have transacted 
business here have been of much higher 
grade, and have met their obligations 
promptly. In the last few months, 
however, we have seen evidence of 
danger to American interests through 
an influx of weak foreign marine insur- 
ance companies hailing from all parts 
of Europe—from Norway to Italy, Spain 
and Portugal. We have before us re- 
quests for reports upon nearly one hun- 
dred such concerns, not one of which 
has any standing in this country. Many 
of them are companies of comparatively 
recent origin and small financial re- 
sponsibility, managed by men of little 
or no experience and underwriting 
knowledge. We have instituted in- 
quiries abroad concerning all of these 
companies, but it is very difficult to se- 
cure reliable information, for the reason 
that the laws under which they are or- 
ganized contain little or nothing in the 
way of restrictions regarding minimum 
capitalization, character of investments 
or adequacy of unearned premium and 
loss reserves, so that each company in 
these vitally important matters is a law 
unto itself. When it is remembered 
that such concerns cannot be sued in 
our courts—unless funds subject to at- 
tachment belonging to them can be 
found in this country, and we keep in 
mind the delay and expense of institut- 
ing suits in Europe, and the highly tech- 
nical nature of insurance contracts— 
which, even when honorably construed 
by both parties, frequently give rise to 
disputes—it is apparent that the pol- 
icies of such institutions should not be 
accepted without the most careful in- 
quiry. If these-policies are taken mere- 
ly in order to effect a small saving in 
premium, the folly of that course of ac- 
tion is almost beyond belief. 

“Our American marine underwriters 
are certainly under obligation to extend 
to American shippers and ship owners 
the most liberal treatment in the mat- 
ter of rates and coverage which sound 
underwriting permits, and by their re- 
cent actions have shown that they 
recognize that duty. There are, how- 
ever, some classes of vessels which the 


American marine underwriters will not 
write, except at rates so high as to be 
prohibitive under existing commercial 
conditions. The owners of such vessels 
are thus compelled either to carry their 
own insurance or, if possible, to obtain 
insurance in some foreign market. 
Doubtless our marine underwriters have 
already given these problems serious 
consideration, but it would appear that 
any risk insurable in a foreign market 
ought to be insurable here. Even though 
the rates charged in this country might 
be higher, they would be paid willingly, 
unless they constituted an unreasonable 
advance over the rates at which foreign 
insurers are willing to write these 
risks; and jt does not seem likely that 
numbers of foreign marine underwrit- 
ers would all be so incompetent or reck- 
less that they would accept such busi- 
ness at wholly inadequate rates al- 
though, of course, they might be in- 
duced to do so for a time. In this matter 
of rates it seems to us that the Ameri- 
can insurance jnterests must, for the 
sake of the future of the business here, 
adopt a policy which is broad and 
liberal, and calculated to produce the 
best results over an extended period of 
years, rather than to be governed by 
considerations of immediate profit. 


“Later, when we have received re- 
ports from our foreign correspondents, 
we shall have more to say concerning 
this disturbing invasion of unadmitted 
insurers.” 


Financial Difficulties of Middle-Euro- 
pean Insurance Companies 

In discussing financial difficulties of 
Continental European companies he 
says: 

“In our August issue we commented 
upon the tribulations of Austrian insur- 
ance companies, which, under constant 
and severe pressure during the war, in- 
vested most of their funds in war loans 
of the old Austrian Government. The 
Government of Czecho-Slovakia seems 
inclined to take the position that it has 
no legal or moral responsibility for the 
payment of these loans, but we are in- 
formed that it has made a proposal to 
holders of such securities to issue State 
bonds for seventy-five per cent of the 
face value of the war loan securities in 
exchange for the latter, provided that 
at the same time the holders of the se- 
curities subscribe and pay for in cash 
an amount of new bonds equal to 
seventy-five per cent of the face value 
of the old ones! We expect shortly 
more complete information concerning 
this matter, upon which comment will 
be made in these columns, because all 
foreign insurance institutions of middle 
Europe are in about the same situation 
as the Austrian companies, being over- 
loaded with Government war loan 
bonds which are today of problematical 
value; and because we have no doubt 
that insurance companies of Germany 
and its former allies will soon endeavor 
to obtain business here, either directly 
or under the cover of some German- 
owned concern incorporated in another 
country. In fact, we are informed that 
a certain Swiss re-insurance company 
is now endeavoring to secure a license 
to do business here, and the concern in 
question is owned by the leading Ger- 
man re-insurance company—which re- 
minds us that the hide of a rhinoceros 
is as the thinnest gauze in comparison 
with the epidermis of the typical Ger- 
man who formerly managed that com- 
pany here, and who ought to have been 
interned during the war, but for some 
inscrutable reason was not. 


“What is immediately in our mind 
concerning this matter, however, is not 
the lack of the rudimentary courtesy 
which suggests consideration for the 
sensibilities of others—for no one with 
commonsense will ever again expect to 
find such a quality in a normal Teuton 
—but, leaving all that aside, we are im- 
pressed by the danger of dealing at all 
with business concerns, particularly the 
insurance companies, of Germany or its 
neighbors. Nearly all foreign re-insur- 
ance companies do business in this 
country upon the credit of their home 
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office resources rather than those of 
their United States branches, which, as 
a rule, are inadequate in proportion to 
the volume of liability assumed here. 
Even though some of these companies 
may hereafter scrape together enough 
money to make the required deposit to 
secure a license and operate here, and 
even though they may succeed jin over- 
coming the tremendous handicap of the 
high exchange rates, it is quite appar- 
ent that it would be the height of folly 
to aSsume that such concerns would be 
able, even if they were willing, to trans- 
mit to this country funds required to 
meet an abnormal loss. We recall the 
glowing streak of yellow exhibited by a 
lot of the German companies at the 
time of the San Francisco conflagration 
in 1906, when scuttling and welching 
were developed by them to the grade of 
a fine art. It seems almost incredible, 
with 1906 and 1914-1918 fresh in their 
minds, that American interests could 
be found willing to place any reliance 
upon German or Austrian insurance or 
re-insurance companies, but it is oppor- 
tune to point out now that even though 
some of us in this country may refuse 
to consider binding upon them any ob- 
ligation to support only institutions and 
nationalities which ‘play fair,’ and bas- 


ing our argument upon the _ lowest 
ground possible, self-interest, we should 
steer clear of the middle European 


companies because it is reasonable to 
assume that they are financially irre 
sponsible.” 





ORGANIZES RED STAR 

H. Shaw, who Jately resigned his 
position as manager and secretary of 
the White Cross Association, has now 
completed arrangements for the forma- 
tion of another company associated 
with Lioyd’s. The title of the new As- 
sociation is the “Red Star,” and al- 
though the principal object is to spe- 
cialize in motor insurance, with which 
Mr. Shaw has been intimate’y connect- 
ed for many years, the Association will 
also arrange other classes of insurance 
at Lloyds. 





GETS NEW JERSEY FIRE 

The Shippers’ Underwriting Agency, 
48 Beaver Street, has been appointed 
to act as general marine agent for the 
New Jersey Fire, of Newark. The ag- 
ency, which was organized this year by 
O’Keefe & Lynch, marine insurance 
brokers, already represents the Baltica, 
Ltd., and Peninsular Fire. 


GETS THREE MORE COMPANIES 
New Jersey, Peninsular and Baltica 
For Fred C. Calkins, General 
Agency in Jacksonville 





In discussing the acquisition of three 
new companies in his office Fred C. 
Calkins, of Jacksonville, Fla., says: 

“To broaden our faci ities for hand- 
ling the rapidly increasing marine ac- 
counts in this office and to place us in 
the best position, as the pioneer ma- 
rine underwriters of Florida, we have 
taken on and are already doing busi- 
ness with the Peninsular Fire Insur- 
ance Company of America, the Baltica 
Insurance Company, Limited of Den- 
mark and the New Jersey Insurance 
Company, of Newark. These institu- 
tions are all financially sound and. we 
commend them to our clients. Our 
connection is through the United States 
Marine Managers, Messrs. O'Keeffe & 
Lynch, of New York City, and we shall 
exert, in behalf of the newcomers, the 
same underwriting care which we have 
‘ndeavored to bestow upon our older 
friends in this department.” 


ENLIST AID OF INSURANCE MEN 

Insurance companies were voted elli- 
gible to membership in the American 
Manufacturers’ Export Association, at 
the annual convention of the organiza- 
tion, in this city, last Thursday night. 
This change in the constitution of the 
association was said to have resulted 
from the desire for closer co-operation 
in foreign trade problems. William C. 
Redfield, formerly Secretary of Com- 
merce, was elected president succeed- 
ing W. L. Saunders, of Plainfield, N. J. 





W. K. WEBSTER SAILS 

W. K. Webster, prominent English ad- 
justing agent for many American ma- 
rine companies, sailed for the United 
Kingdom from New York last week. He 
was in the city several days visiting the 
various companies and agencies which 
he represents. 





E. L. BARRY HERE ON VISIT 


Edward L. Barry, manager of Parrott 
& Co., of San Francisco, genera] marine 
agents on the Pacific Coast for the Im- 
porters & Exporters, was visiting the 
home office of the company early this 
week. 
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| CASUALTY AND SURETY NEWS 





Few Losses Occur 
in Bail Bond Cases 


BAIL JUMPERS 


APPREHEND 





Surety Company Men Often Work 
Until Late at Night to Free 
Prisoners 





How human interest plays a part in 
the issuance of bail bonds in which the 
bond is frequently the only security 
the person involved can offer to gain 
freedom, was told to a representative 
of The Eastern Underwriter by Mar- 
shall L. Brower, assistant secretary of 
the American Surety Company. 

Mr. Brower recited a story of receiv- 
ing a telephone call at his office re- 
cently, which informed him that a driv- 
er of a tobacco truck had run over and 
killed a boy in this city. The driver 
had been arrested on a technical charge 
of homicide. It was not until 11 o’c'ock 
that night that Mr. Brower was able 
to obtain the release of the man. To 
his surprise this driver, an aged man, 
living in New Jersey, was more agl- 
tated over the fact that he had not 
been home to dinner as usual than 
about the more serious charge. 

The process of obtaining bail bonds 
is often a trying one. A representative 
of the surety company must be sent 
to court vested with the power of at- 
torney, and the bond is prepared and 
executed there. The security may con- 
sist of an insurance policy, cash, liber- 
ty bonds, or the indemnity of any wel! 
known person, or property. A corpora- 
tion may indemnify its employes. 

Losses are few, according to Mr. 
Brower, in this line of work, as most 
men skipping bail are later apprehend- 
ed by local authorities. He offered 
an example in the case of a man now 
standing trial, who in April Jast for- 
feited a bond of $2,500. Before any 
action was taken against this man by 
the surety company he was apprehend- 
ed by the State authorities and returned 
to the Tombs Prison. 

An interesting case, in which the 
company Mr. Brower represents went 
on a bond for $25,000 bail was that of 
Major Frank M. Scanland, who was 
arrested on a charge of manslaughter 
in New Mexico. A squad of soldiers 
was at rifle practice under the super- 
vision of the Major when a member of 
a passing automobile party was acci- 
dentally shot and killed, evidently by 
a stray bullet. Major Scanland was in- 
dicted by a Grand Jury in New Mexico 
and the bail was reduced to $7,500. He 
was later freed on bail following his 
conviction on a charge of unintentional 
manslaughter. Only recently the body 
of the man, badly bruised, and appar- 
ently dead for three days, was found in 
a lonely spot in the woods near Alex- 
andria, Va. His papers and effects 
were in a hotel there where he had 
been stopping. No clew to the crime 
has been established. Mr. Brower of- 
fered this as an incident of the strange 
stories growing out of bail-bond cases. 

Mr. Brower laid stress on the care 
with which his company investigates 
persons to whom bail bonds are given, 


Insured for $103,250; 
Income of $1,300 


WAS UNDERTAKER CREMATED? 





Decision Against Company in Much 
Discussed Case of Ensign vs. 
Travelers; Ran Morgue 
On Saturday of last week and on 
Monday of this week, a large portion of 
the “New York Law Journal,” the daily 
paper which gives information of the 
courts to the legal fraternity of the city, 
was taken up with discussion of one of 
the most remarkable accident insurance 
cases ever recorded. The case was that 
of Katherine D. Ensign, respondent, 
versus Travelers Insurance Company. 
The tribunal was the Appellate Division 
of the Supreme Court and the matter 
published by the “Law Journal” was 
the majority opinion of Judge Cochrane 
and the dissenting opinion of Judge P. 
J. Kellogg. The case was in appeal 
by the defendant from judgment of the 
Supreme Court on a verdict of the jury 
in favor of the plaintiff and from an 
order denying its motion to set aside 

the verdict. 

So much space was given to the case 
by the “Law Journal” because of the 
interesting facts. There was a maxi- 
mum insurance of $103,253. The Court 
quotes the annual income of Ensign, 
who is an undertaker, as $1,300. The 
plaintiff’s cottage at Lake Charlotte, 
twelve miles from Hudson, N. Y., was 
burned on the night of September 18. 
In that fire it was alleged that the un- 
dertaker was burned to death. 

The first paragraph of the majority 
opinion of Judge Cochrane follows: 

“The plaintiff has recovered a judg- 
ment for the loss of the life of her 
husband, Edwin W. Ensign, on two pol- 
icies of insurance issued by the de- 
fendant. One is an accident and health 
policy, the other is an accident policy. 
The only question raised by the defen- 
dant on this appeal is that Mr. Ensign 
is not dead, or if dead, that he did not 
accidentally die. After a careful analy- 
sis of the evidence I reach the conclu- 
sion that it justifies the finding of the 
jury that he was accidentally burned to 
death as claimed by the defendant.” 

Some of the facts of interest to in- 





part in whether a bail bond 
should be given. He impressed the 
fact that his company desired more to 
a'd the first offenders, or persons held 
on technical charges than hardened 
criminals. 

That one never can tell what may 
develop is brought out in a case Mr. 
Brower had some time ago, when he 
was called at a well known hotel in 
this city in the case of a man wanting 
a bail bond for $1,000. After security 
had been given, Mr. Brower on going 
to Police Headquarters found that the 
charge had grown from one of larceny 
to that of a felony, and that $2,500 
bail was required instead of the for- 
mer amount, 





> 











NEW YORK 


CHARLES H. HOLLAND, 








CASUALTY 
INSURANCE 


PRESIDENT 














HERMAN 
68 William Street 





AUTOMOBILE 
CLAIMS — DAMAGE — TESTIMONY 
ADJUSTER — EXPERT 


25 Years of Practical Experience 


KRAMER 
Telephone 4959 John 








surance men will be found in the dis- 
senting opinion of Judge P. J. Kellogg, 
who said in part: 

“The plaintiff's cottage, at Lake 
Charlotte, twelve miles from Hudson, 
was burned on the night of December 
12, 1918, and in the ruins was found 
the charred trunk of a man. Recovery 
has been had upon two accident policies 
to the plaintiff upon her husband, one 
dated July 19, 1916, for $1,500, with a 
double indemnity for the loss of life in 
a burning building, a public convey- 
ance or passenger elevator, thus making 
that policy, as the jury finds, $15,000; 
the other, dated December 21, 1916, for 
$20,000 for death by accident while in 
a burning building, upon a public con- 
veyance or upon a passenger elevator. 
The question for consideration is wheth- 
er the plaintiff's husband met an acci- 
dental death in the burning building. 

“At the time of the fire the total in- 
surance, life and accident, covering 
Ensign’s life, if he met accidental death 
in a burning building, a public convey- 
ance or a passenger elevator, was $103,- 
250, of which $56,250 was payable to the 
wife, $5,000 to the wife and children, 
$5,000 to the children, and $37,000 to his 
partner, Bates. Seven of the policies 
were issued prior to February 27, 1918, 
and all of the seven were accident pol- 
icies, except three of $2,000 each taken 
out October 13, 1917, with annual pay- 
ments of $239.88. These seven policies 
called for $61,250 in case of accidental 
death in a burning building, a public 
conveyance or passenger elevator; if 
accidental death occurred otherwise the 
amount payable would be reduced by 
$35,000. The total annual premiums on 
these policies was $438.08, including the 
$239.88 on the life policies of October 
13, 1917, or $198.20 if that premium is 
excluded, and the total annual premium 
on all policies outstanding at the time 
of the fire was $2,279.33. 

Active About Insurance 
“After February 27, 1918, Mr. Ensign 


was very active in insurance matters. 
On that date two life policies, together 
calling for $5,000, were issued, in which 
the wife was named as beneficiary. The 
beneficiary was changed July 15 to the 
wife and two children. April 6, 1918, 
a life policy of $10,000 was issued, his 
estate being the beneficiary; June 28 
the beneficiary was changed to the part- 
ner Bates. May 4 a joint policy was 
issued upon the lives of Ensign and 
Bates for $15,000 for benefit of the sur- 
vivor. On July 6 an accident policy for 
$5,000 was issued, payable to Bates, with 
double indemnity in case of loss in a 
burning building, a public conveyance 
or a passenger elevator. On August 16, 
1918, a life policy of $5,000 was issued 
to his estate. On October 24 the two 
children were substituted as beneficiar- 
ies. On November 20, 1918, he took an 
accident policy with an indemnity for 
loss of life during the first year of 
$2,000, payable to Bates. In all of the 
life policies issued in 1918 the premium 
was payable quarterly, and on the policy 
of August 16, 1918, a note was given 
for the premium falling due a few days 
before the fire. Bates testified that the 
premiums upon the joint policy and 
upon the $10,000 policy payable to him, 
or $1,332.60 per year, were payable by 
the firm. The other premiums clearly 
were an obligation against Ensign 
alone. 

“He and Bates were equal partners 
as undertakers at Hudson, N. Y. It 
does not appear that there was any 
policy, accident or life, upon the life of 
Bates for Ensign’s benefit, other than 
the joint policy mentioned. These pol- 
icies called for a payment by Ensign of 
$966.76 per year in premiums, a large 
sum to be paid by a man whose annual 
total income, as we shall see later, was 
only $1,300 and who had himself, his 
wife and two children to support. He 
paid a house servant $4 per week. Her 
wages and the premiums payable by 
him would pretty well exhaust his an- 
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nual income, in addition to which he 
would be charged the half of the $1,- 
322.60 which Bates says the firm was 
to pay. The plaintiff knew that the 
husband had insurance, but did not 
know of the amount, and had no infor- 
mation that any of it was for the ben- 
efit of Bates. The insured was up- 
wards of forty-nine years of age, 
weighed 190 pounds, was 5 feet 9 inches 
high, a fairly strong, rugged man, with 
proad shoulders, well proportioned, and 
was in good health. The fact that he 
had so recently been accepted for in- 
surance speaks for his good health. He 
had spent the morning of the fire in 
putting double windows upon his house 
at Hudson. He had lost no teeth; most 
of his upper teeth, however, were 
crowned with gold. He, his wife and 
two children lived over the undertaking 
office. His family relations were good. 

“Ensign and Bates had a morgue in 
the office building and a vault in the 
cemetery, in each of which were many 
dead bodies. On account of the influ- 
enza there had been many deaths, and 
both partners had been very busy. 
Bodies came to the morgue from hos- 
pitals; other bodies came from private 
homes; in some cases the persons who 
died had no homes; some of them 
were foreigners. Ensign was the em- 
hbalmer, and had charge of the dead 
bodies. In one week the firm had 
thirty funerals. Both partners were 
men of good standing in the community. 
Bates had a wife and two children. Each 
partner drew from the business $25 a 
week for living expenses. Ensign had 
no individual property except the little 
cottage at the Jake, which had been pur- 
chased by him and deeded to the plain- 
tiff. The firm owned the building in 
which the office was, subject to a mort- 
gage of $4,000. Bates’ house was mort- 
gaged for $2,500. The firm, a few 
months before the fire, ‘as a side line,’ 
had begun the sale of automobiles, and 
had outstanding notes, business paper, 
on that account, of $9,000, and it owed 
$4,700 in other indebtedness, apparently, 
in addition to the mortgage. Ensign 
personally owed about $800, which em- 
braced several notes in the bank due to 
tradesmen. Some of the tradesmen’s 
notes had been running for some time, 
and had been renewed from time to 
time, with small payments thereon. The 
firm had been in business since 1907, 
and was fairly prosperous. Neither 
Bates, Ensign nor the firm paid any in- 
come tax. There is no evidence that 
either partner ever drew from the firm 
anything aside from $25 per week, from 
which it would result that that sum 
was Ensign’s total income. After the 
fire Bates paid the plaintiff, as Ensign’s 
widow, $5,500, as he says, for Ensign’s 
interest in the business, which of course 
was subject to the payment of his debts. 
This represented the return of any cap- 
ital originally put in the business by 
him and one-half of the profits of the 
business since 1907. 

“Ensign on the morning of the fire 
was cheerful and in his usual good 
health. He said he would go to the 


cottage and close it for the winter. His 
breakfast, at about 7 o’clock, consisted 
of two or three pieces of sausage, five 
or six pancakes, bread and butter and 
coffee. His luncheon, about 11 o’clock, 
consisted of soup, pie, bread and butter 
and milk. Sandwiches and cake were 
prepared for him to take to the lake. 
He went to the lake in the Vim truck, 
in which there was nothing but himself; 
left the truck at a neighbor’s and went 
to the cottage. Hammering was after- 
ward heard at the cottage. In the ev- 
ening, about 8 o’clock, he came down to 
the neighbor’s, about 500 feet from the 
cottage, visited with the family a few 
moments, telephoned to Bates at Hud- 
son that he would be home early in the 
morning and bought a quart of milk. 
He gave a 25-cent piece for the milk 
and received in change a 190-cent piece 
and five pennies. He put the change in 
his pocket. At 11:30 at night the build- 
ing burned and he has not been seen 
alive or heard of since. 


“When the neighbors arrived upon 
the scene the burned body rested upon 
a bed of coals thicker and higher than 
was found in other places, and this 
thickness reached out several inches 
beyond the body. Both arms and both 
legs up to the knee, the skull, the face, 
the jaws and the teeth were missing. 
There was attached to the bone of the 
neck a carbonized mass, about 4 inches 
from back to front, four inches from 
side to side and 2 7-10 inches in height 
from the upper bone of the neck. 


“It will be noticed that the absence 
of the feet, the legs, the forehead, skull, 
jaws and teeth, would naturally obliter- 
ate not only every ordinary means of 
identification, but every ordinary means 
of ascertaining the height of the body 
in life. The record establishes that 
where a body is consumed by fire, the 
teeth and shin bones practically remain 
intact and, at a crematory, have to be 
destroyed, after all else has disappeared 
but ashes, with mortar and pestle. It is 
seldom that the skull, forehead, jaw 
bones, legs and arms are missing. They 
may be weakened by the fire and re- 
duced to such a state that they can be 
disintegrated, but they keep their shape 
until force is applied to them. There is 
no substantial dispute upon this sub- 
ject. Possibly, of course, the falling 
debris may have caused more or less 
disturbance. But the fallen brick were 
at the foot of the bed, and there is no 
suggestion that the granite milk pan, 
in which the head lay, was broken. It 
would, therefore, seem that the teeth, 
jaws, skull and bones of the head would 
naturally be found in the pan. The evi- 
dence as to the probable survival of the 
bones in a fire, after the other material 
of the body has disanneared, is inter- 
esting and convincing.” 





TO OPEN BROKERS’ OFFICE 
The Fidelity & Deposit is to open a 
brokers’ department in the William 
Street district. 
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TO MANAGE CONTRACT DEPT. 





New Position for John A. Griffin, Who 
Has Made Fine Record 
For F. & D. 





John A. Griffin, one of the best known 
surety men in New York, has been ap- 
pointed manager of the contract de- 
partment of the Fidelity & Deposit in 
this city. He has one of the widest 
acquaintances in town and has figured 
in some of the largest bonding deals 
ever transacted here. He is a gales- 
man par excellence. 

: One time he was manager of the New 
York office of the American Bonding 
Company. 





CONTINENTAL CONTEST 

‘ Behrens & Company, Continental 
Casualty, are putting up $1,000 in cash 
to be awarded in prizes to the winners 
of a general contest which they have 
inaugurated for the agents in Califor- 
nia. In appreciation the Home Office 
has donated two Howard watches to 
be awarded to the agent making the 
best general average above his allot- 
ment and to the agent producing the 
largest volume of Commercial busi- 
ness. 


Medical Aspects of National Health In- 
surance 

The Medical Aspects of National 
Health Insurance were discussed in an 
address before the Philadelphia County 
Society by Frederick L. Hoffman, third 
vice-president of The Prudential on Oc- 
tober 27. He recently returned from 
abroad where he investigated the 
subject. Four paragraphs of his paper 
follow: 

Medical attendance under national 
health insurance has deteriorated by 
being standardized to the point of 
mediocrity and to a degree even in- 
ferior to medical poor relief. 

Medical attendance under national 
health insurance is chiefly concerned 
with trivial complaints involving a 
truly enormous unnecessary waste of 
labor time and of professional time nec- 
essary for more urgent medical and 
surgical needs. 


Medical diagnosis has deteriorated 
into a routine and casual consideration 
of large numbers of patients whose ail- 
ments are only superficially recognized 
and given perfunctory consideration 
which will average less than five min- 
utes to a consultation! 

Home and night visits are as much 
as possible discouraged and surgica’ 
operations are frequently delayed. An- 
esthetics are not given as often as de- 
sirable and on account of the addi- 
tional expense, not provided for under 
national health insurance. Patients 
are apprehensive of being prosecuted 
under the “behavior during sickness” 
rules, however rarely such rules may 
be enforced. : 





WRITING BONDS ONLY 

The Iowa Bonding & Casualty, which 
recently announced that it would dis- 
continue writing plate glass business in 
Chicago, has now announced its with- 
drawa! from all Jines in Chicago except 
bonding. The agency for this line has 
been reestablished in the office of O. W. 
Huncke & Co., Chicago, who are also 
general agents for the Southern Surety. 
C. F. Pogge will adjust all casualty 
losses for the Iowa Bonding in Chicago. 
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With the entry of the United States 


Insurance Men March 
With bands playing popular airs, 
fully four thousand members of the in- 
surance division of the Harding 
Coolidge parade marched up Fifth Av- 


into the World War, Mr. Cullen re- 
ceived a Captain’s commission in May, 
1917, and was sent overseas, where he 
was attached to the 136th Field Artillery 


enue last week, led by Marshal Major Regiment with the 37th Division. He 
A. White. Impressiveness was lent to saw. service at the front for three 
the occasion by the many electric months with this division, and was 


slightly wounded under the nose by a 
stray bit of shrapnel. 

He returned to this country in 1919, 
and joined the National Surety Com- 
pany in Baltimore, Md., and in March 
of 1920 he was appointed manager of 
the surety department of the Hartford 


torches carried by the marchers. 

The various battalions formed on 
Tenth, Eleventh and Twelfth streets 
directly off Fifth Avenue, and at the 
appointed hour all was in readiness 
for the parade. Among the largest 
number of representatives in line were 


the Trave'ers, the Aetna, the Fidelity Accident & Indemnity, where he re- 
& Casualty. the Maryland, the Em- mained until September 1. when he 
ployers’ Liability, Fidelity & Deposit took over his present duties. 


and Dwight & Hilles representation : a « 


The aides to the Marshal were Col- : 
one] J. Frank Supplee, W. Nelson Edel 4,000 Bankers Cruise 


stein, Ralph Lee White and James K Two excursion boats crowded with 
Clark “The atstubent marshals were ™any hundred members of the Amer- 
one MM: ican Bankers’ Association made the 


first battalion, Major H. A. Giddings; 
adjutant E. T. Shipman; second bat- 
talion, Major G. V. Catuna; adjutant, 
W. G. Smith; third battalion, H. S. 
Tierney; adjutant, W. KE. Lundgren; 
fourth battalion, W. F. Stokum; adju- 
tant, Harold A. Lee; fifth battalion 


trip as guests of the Fidelity & Deposit 
Company of Maryland from Baltimore 
to Annapolis, last Saturday. An escort 
of three seaplanes, two airplanes and 
a naval destroyer enhanced the spjen- 
dor of the cruise. Field glasses, 

, EPS ae ere cae smoked-glasses, and a wireless station 
Wm. H. Drapler, at adjutant, une pact for the use of bankers and newspaper 
ant John Leo; Sixth battalion, Benja- 

" eee a rage correspondents were among the feat- 
min J. Sturgis; adjutant, Thomas J. Moa f the tri 
Donnelly. res of the trip. 

When Annapolis was reached the 
sightseers were greeted with a salute 
of nineteen guns. Another treat of the 
party, here, was the maneuvres of 
three batt'eships, four destroyers, two 
submarines, a_ flotilla of submarine 
chasers and six sea _ planes. The 
“Marseillaise’” was played aboard the 
mammoth French sailing ship. France, 
as the party passed it in the harbor. 
Captain W. T. Cluverius, acting superin- 
tendent of the Fidelity & Deposit Com- 
ing his position, Mr. Joyce had sent pany of Maryland, met the excursionists 
a'ong a statement to the effect that the at Annapolis. 
letter was confidential. In view of the * * & 
fact that he asked it be confidential, Transfer Cline To Chicaao 
Mr. Cox did not see very well how he Richard E. Cline, who has been man- 
could make it public. In view of the apor of the fidelity and surety depart- 
telegram, the letter was read but the mont of the Actna Casualty & Surety 
newspapers. were asked not to print it. Company's Kansas City Branch Office 
This is one of the first times on record for the past several years. has been 
that Mr. Joyce asked that his views transferred to the Chicago Branch 
be presented and that newspapers not Office of the same Company where he 
make copy of * will assume charge on November 1, of 
the fidelity and surety department. 

Mr. Cline has met with notable suc- 
cess as a surety underwriter and pro- 
ducer, and in transferring him to its 
Chicago Office, the Aetna has insured 
the continuance of first class service 
facilities in Fidelity and Surety lines 
ati that office. 


* * * 


Joyce’s Confidential Letter Read 

William B. Joyce, president of the 
National Surety Company, raised a 
laugh at the Des Moines meeting last 
week by sending a telegram to Presi 
dent Fred J. Cox, of the National Asso- 
clation of Insurance Agents, asking him 
why he had not made public the posi- 
tion of the company relative to owner 
ship of casualty expirations. It devel- 
oped that in sending his letter outlin- 


* 
V. A. Cullen’s Experience 

Vincent A. Cullen, manager of the 
production department in the New 
York office of the Fidelity & Deposit, 
has had a varied and interesting career 
in the insurance business. He is only 
thirty-five years old, and started in the 
business as most successful insurance 
men do in the capacity of an office boy. 

Mr. Cullen, who was born in Balti- 
more, began work in the surety branch 
of the American Bond Company, in that 
city, in 1902. Five years later he was 
transferred to the Boston office of that 
company as a special agent. In 1908 
F he was sent to Texas to reorganize 

agencies and spent a year in this 
work, returning to New York as man- 
ager of the claims department. 

A partnership was formed by Mr.# 
Cullen in 1910 with firm of Owen 
Crowell & Company at Cleveland, Ohio. 
He continued with that office until 1916, 
when he enlisted in the First Ohio An 
Cavalry, National Guard, and saw 
service on the Mexican Border with 
the “Black Horse Troop.” In March 
of 1917, Mr. Cullen was relieved from 
his service in Mexico and was appoint- 
ed recruiting officer at Youngstown, 
Ohio. 


*” ® + 


Globe To Entertain City Officials 
The Globe Indemnity Company, which 
has a beautiful new building in Newark, 
is soon to give a house-warming which 
wi'l be attended by the city officials 
and leading business men of that city. 
President A. Duncan Reid will be toast- 
,» master. He is one of the most graceful 
ijdinner managers among the insurance 
executives and Globe dinners are al- 
ways successful affairs. 


* ” * 


How Agent Lost Policy 
agent of the Travelers reports 
this incident: 

“We issued a policy to a coal mer- 
chant operating in Freeport, Illinois. 
This policy was returned to us recently 
to be marked Not Taken with the rea- 
son indicated as follows: 

“*Assured charged agent $20a ton for 
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coal and agent reported him to District 
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Leases Four Story Building 

The Indemnity Company of North 
America has leased the four story 
brick and brown stone building, 212 and 
214 South Third Street, situated opposite 
to the home office premises of the In- 
surance Company of North America. 
The structure has a depth of approxi- 
mately 100 feet with an L extension in 
the rear. The interior is being entirely 
remodeled by the company and all sorts 
of modern appointments are being in- 
stalled. It is expected that the home 
office quarters will be occupied some 
time between November 15 and De- 
cember 1. 


The Philadelphia city office of the 
Indemnity Company will be located on 
the first floor front, and the claim de- 
partment in the rear. The front por- 
tion of the second floor will be occu- 
pied by the executive offices and other 
parts of the building will be utilized by 
the different departments. 


Philadelphia Subway 

With the purpose of removing the 
ban preventing the acceptance by the 
city of Philadelphia of contractors’ 
bonds issued by the National Surety 
Company, counsel for the company has 
arranged with the municipal authorities 
for advertising for bids to complete the 
sewage disposal contract abandoned by 
the Philadelphia Subway Construction 
Company. In the event of a contract 
being awarded to complete the unfin- 
ished 75 per cent of the work, the Na- 
tional Surety will make good the excess 
of cost caused by the delay of the orig- 
inal contractor. The contract figure 
was $1,025,000 and the surety bond was 
$512,000. 


*-_ * * 


Nine Claims From One Policyholder 

The American Liability Company of 
Cincinnati, has had nine claims from 
one policyholder. It tells the story as 
follows: 


“Mr. S. I., one of our esteemed policy- 
holders in one of our fiourishing Indi- 
ana cities, was first written by the ag- 
ent in that town in 1910. It happened 
that our. field manager, then a traveling 
special, was with the agent at the time 
and can establish that Mr. I. was a 
good insurable risk. 


“His first claim was for $30, and was 
the fifty-seventh paid by this company. 





He was disabled by a sprained ankle. 
His second claim came in January, 
1913, for an injury to the lumbar region 
of his back. He drew $11.66 that time. 
His third c'aim was for $16.66, in July, 
19183, when he was bitten by a horse. 
His fourth was for $21.66, in 1917, for 
ankle sprain. The fifth, $8.33, for a cut 
lip, also in 1917. His sixth, $30, for a 
mashed finger, in 1919. His seventh, 
$11.66, for a muscular strain, in 1919, 
and in Ju}y, 1920, we paid him $11.66, 
his eighth claim. His ninth claim is 
pending now, being presented on ac- 
count of an injury to his back. 


“Numbers of instances like this exist 
in the history of this company. Just a 
few days ago, however, the field man- 
ager was talking to an ex-policyho'der 
who had drawn a claim and then lapsed 
his policy. He was asked if the adjust- 
ment of the claim hadn’t been satis- 
factory. He admitted that it was. 
Since then he has been disabled, but 
had no Alco protection to help in this 
time of extra expense and trouble, af- 
ter the value of the protection had been 
proved through his own experience. We 
do not know, of course, whether he 
will ever need the protection again, but 
we are in a position to maintain, with- 
out fear of contradiction, that he had 
better have it a whole lifetime and 
not need it than to need it once and 
not have it. If he has it and does not 
need it, he is a winner; and if he has 
it and does need it, he also wins. 
Winning both ways leaves but one 
choice to the man of wisdom. Main- 
tain your pvotection in the American 
Liability Company. 


Pass Buck To Insurance Company 

Under the heading “Sued By Friend, 
Passes Buck to Insurance Firm,” the 
“Enquirer,” Buffalo, printed the follow- 
ing story from St. Catharines, Ontario. 


“St. Catharines, Ont., Oct. 27.—An 
unique action for damages has been 
entered here by Fred J. Graves against 
James McIntosh. Some weeks ag0, 
while McIntosh, Graves and two other 
friends were driving to Dunnville to 
play in a lawn bowling tournament, 
the car turned turtle and all the occu- 
pants were hurt, Graves most serious- 
ly. McIntosh was driving his car. 


“As McIntosh holds an accident pol- 
icy to cover any damage his car may 
do to anyone, the writ was issued 
against McIntosh by his friend Graves 
and McIntosh merely hands oyer the 
bill to the liability company.” 
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CASUALTY AND SURETY POINTERS 








A. H. Knoll, general agent 

Pays of Aetna Life, Buffalo, has 

To this to say about an ad: 

Advertise “This office recently secured 

a druggists’ liability policy 

which will run $500 a year or more, and 

this was secured, we believe, as a re- 

sult of our advertising druggists’ lia- 
bility lines.” 

* * 

W. G. Wilson prints this ed- 

Wilson itorial on “So-Called Cheap 
on Cheap Insurance” in the “Aetna- 
Insurance gram,” his Cleveland paper: 

Occasionally we receive a 
tale of woe from some agent, wanting to 
know how he is to compete with certain 
alleged insurance solicitors who are 
quoting rates far below the standard 
schedule. We wish that all such in- 
quirers could read and pass on to their 
friends a full digest of the recent de- 
cision of the Supreme Court of Texas, 
having to do with a typical case of 
cheap, or so-called “Reciprocal” Liabil- 
ity insurance. 

That court held that all persons sub- 
scribing to membership in such a com- 
bination, or “Reciprocal Exchange,” 
were personally responsible for all 
claims made by the public after. the 
concern had gone into liquidation; so 
that, instead of having protected them- 
selves when securing such policies, the 
assured had in fact enormously in- 
creased their risk by becoming openly 
liable on suits brought against their in- 
surance association after it was in the 
hands of a receiver. 

Agents should bear in mind, and im- 
press upon their clients, that in the final 
analysis cheap insurance is, in fact, the 
dearest. Insurance rates are predicated 
upon a certain recognized economic law, 
the result of many years of statistical 
reasoning based upon sound and solid 
facts. Any deviation from these stand- 
ards can have but one final result, and 
that is financial failure. Our archives 
fairly teem with lists giving the names 
of defunct insurance organizations— 
some that operated under the name of 
“Mutuals,” others baptized “Recipro- 
cals,” and still more answering to the 
high sounding title of “Independents,” 
all of which have fallen by the wayside 
during the past dozen years, after dig- 
ging their own graves, and being denied 
even a respectable funeral. 

Every man knows that he cannot buy 
a full meal for twenty-five cents when 
it costs twice that to supply it. The 
same is doubly true of insurance. You 
can’t buy something for nothing. The 
only time we ever saw anything offered 
for sale below its actual value was 
when thieves were disposing of their 
stolen wares. But who wants to be 
caught with such goods on him? The 
Texas decision does not apply exclusive- 
ly to the Lone Star State. It rests upon 
the very science of the law and is just 
as applicable to Ohio as to Texas. This 
State, and other States, will recognize 
and apply the same principle as soon as 
similar instances arise. Therefore, it 
behooves our agents and their friends 
to beware of this cheap insurance bait 
before it is too late, or they will wake 
up to find themselves financially in- 
volved instead of being assuredly pro- 
tected. 

* * nm 

One of the general agents 
AnEight is sending out the follow- 
CentaDay ing circular letter: Dear 

Circular Sir: Could you use $325 per 

month in addition to your 
present income? Would you pay 8 
cents a day to provide this amount un- 
der conditions common to every busi- 
ness man? 

We have such a contract, which 
would pay you this amount, if injured 
while riding in a private or public con- 
veyance, or if struck by any vehicle. 

Every time you leave your office you 
take a risk crossing the street. If ab- 
sent-minded for an instant, you are in 


immediate danger. Reckless drivers 
keep you looking both ways for safety. 
Many elevators are now in the care of 
inexperienced operators. Train service 
is more or less demoralized. Every- 
thing points toward increased risks for 
you. 

Our contract covers all, accidents, and 
the income is payable as long as dis- 
ability exists, even for life. 

It is income insurance, not life insur- 
ance. No medical examination. De- 
tailed information promptly furnished if 
you fill out the enclosed card. 

= * > 

It’s the “GINGER” in a man 

that makes good. It’s the “GIN- 
Ginger GER” in a man that wins. It’s 
Talk the “GINGER” in a man that’s 

called “aggressiveness” or 
“pep.” It’s the “GINGER” in a man 
that accomplishes things that count. A 
man without “GINGER” is like a race 
horse with a broken leg—no good. 

“Ginger Up” 

Start your day’s work right—put 
“GINGER” into it. Acquire’ the 
“GINGER” habit—apply aggressiveness 
to your work—let the other fellow wait, 
you act. Frankly, “GINGER” is only 
another name for self-determination to 
make good. You have the “GINGER” 
Jar within you—use it every day. 

The foregoing is part of a snappy 
wall-card sent to agents by the Conti- 
nental Casualty Company of Chicago. 

A BAD RISK 

George G. Polley, known as “The Hu- 
man Fly,” demonstrated to the resi- 
dents of Port Chester, N. Y. recently, 
that insurance companies would not be 
justified in accepting him as a risk, 
when he climbed a five story buijding 
in seven minutes. Polley says he has 
on'y had one fall in his career, and this 
occurred in a race up a building, in 
which he gave a competitor a five story 
start. The competitor fell, striking Pol- 
ley, and carrying both bodies to the 
pavement. The other man was killea, 
but Polley escaped this fate. 

F. C. TRUSLOW DIES 

Frederick C. Truslow died from 
heart failure in the office of the United 
States Fidelity & Guaranty on Satur- 
day last, where he was employed as a 
pay roll auditor. He was nearly sixty 
years old, and leaves a wife, a daugh- 
ter, and one son who is an ensign in 
the navy. 

Mr. Truslow had been connected with 
the concern for four years, and had 
previously been in business in Wall 
Street. He was a graduate of Yale 
University, and a member of the Delta 
Kappa Epsilon. 
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Going Into Details 





IT IS NOT THE MISSION OF ITS OFFICERS AND AGENTS to tell how good a Com- 
pany the NORTHERN ASSURANCE is. 


EVERY INSURANCE AUTHORITY who has ever examined the Company has told 
the story until even competitors say nice things about it and boost it higher in public 
esteem. A few outstanding facts will explain this and prove both interesting and timely. 


THE NORTHERN ASSURANCE WAS ORGANIZED by insurance men who knew what 
a good company should BE and DO. 


They Never Sacrificed True Worth To Secure Apparent Advantage. 
They Never Mortgaged The Future To Secure Mere Size. 


THEY LAID THE FOUNDATIONS OF A SURE PROSPERITY in the good will of the 
people of their home state, conscious that, when the time for normal expansion ar- 
rived, the NORTHERN ASSURANCE could have no finer asset and no stronger ap- 
peal with the people of other states than the undisputed fact that it had grown steadily 
and solidly, without a public criticism, without the compromise of a principle and 
without a question as to its standing in its home state of Michigan. 


TODAY WITH MORE THAN $30,000,000 OF INSURANCE IN FORCE; holding $2,- 
500,000 in assets; with resources from an annual income of over $1,000,000, and writ- 
ing about $1,000,000 a month, the NORTHERN ASSURANCE is carrying into the 
States of Illinois, Ohio and Pennsylvania, the business policy as well as the ideals that 
have won the good will of Michigan people as expressed by over $27,000,000 of stead- 
ily-renewing business. 


THE NORTHERN ASSURANCE IS SEEKING BUSINESS ASSOCIATES, not agents; 
good men, safe men, loyal men, who can see their kind of a future in the develop- 
ment of territory in Illinois, Northern Ohio and Eastern Pennsylvania in the spirit and 
along the lines followed by the Company in securely establishing itself in Michigan. 


A GENERAL AGENCY FOR ILLINOIS, one for Northern Ohio, and one for Eastern 
Pennsylvania now open to three men of capacity and underwriting integrity. 
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Address in confidence 


CLARENCE L. AYRES, President, 


Northern Assurance Company 


DETROIT, MICHIGAN 
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